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7 HEN the shoe merchants throughout the country 
get hold of the idea that shoes are still a com- 
Hmodity that is in demand, that take time, money, 
brains, labor, skill, and even more brains to sell, they 
Fwill start to get something for their wares,” writes 
P Alfred J. Ruby of Chicago. 

“My motto from now on is ‘Serving the well-informed 
}public with footwear of the kind they want, when they 
' want it, at no more than the price that they can afford 
ito pay with today’s ideas of ensembles.’ ” 












* * * 


De 





» T UST before the opening gun of the Joint Styles Con- 
)/ ference, President A. H. Geuting of the National 
» Shoe Retailers’ Association, telegraphs the following: 
| “The allied shoe style conference will exert an in- 
\ fluence beyond our own borders. Canada and Europe 
) will eagerly peruse its findings. It is an outstanding ex- 
Sample of what can be done through association work and 
should make the leaders of the industry stop, look and 
listen for the greater things that can be accomplished in 
i the interest of the shoe trade as a whole by concerted 
and cooperative effort.” 
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| pareigs ape is the chief need of great enter- 
prises. The man who built the greatest shoe busi- 
| ness in the United States had a decided preference for 
organization of the military type. As in an army or in 
an industry and trade he held that the higher executives 
should issue orders only to their direct subordinates 






Key PHOUGHTS OF THE WEEK 


and not to the machine operator or clerk. Even if an 
executive sees a man do his work in the wrong way, 
he should restrain the impulse to speak to the man and 
instead tell the department head about it. The only 
exception to the military formation of the organization 


was promotion by merit rather than seniority. 


oe * * 
B RUCE BARTON says: 

“Maturity has judgment which is the wisdom of 
the age, but youth has instinct which is the wisdom of 
the ages. 

“In the superior knowledge of the grown-ups who 
rate their experience so highly, there is often hidden a 
great fall. Today is the age of youth more than any and 
when youth instinctively reaches out for something tt 
will get it. Be it entertainment, art or merchandise, the 
youth will have what in its mind is the vogue. Better 
not say ‘Oh it’s only a passing fad.’ ; 

“Many of the things experience holds dear today were 
passing fads in its youth. Hold them as dear as you 
like, but subjugate them to the background and cater to 
youth if you want to succeed. 

“Youth and new experience, will be leading in a few 
years while stale experience will be walking with a cane 
or maybe on crutches.” 











> AP, rap, rap! Teacher: The class in shoe store 

R management will please come to order. This 

week we take up the problem sent us last 
Wednesday by the merchant out in Des Moines. You 
may read the problem again, Willie. 

Willie Willing (reading): I do a shoe business of 
$100,000 a year. I keep my inventory on a retail basis 
and find my mark downs are $10,000 a year. My ex- 
penses run about 30 per cent, and I think I ought to 
make 5 per cent ($5,000) profit. Presuming my stock 
stays the same from year to year, how much must I add 


How to figure “up and uf 


to my mark up percentage to take care of the $10,00% : 
mark downs? 


Teacher: This is a splendid problem. As I hay 


often remarked, there are only three things that enter I ' 


into the price a merchant should mark on his good; 
They are expenses, profit and mark down. Today’ 
problem is mark down. You remember I asked yoy 
boys to interview some down town merchants on thi: 
question. What did you find out? 

Davy Dumkopf: If his sales are $100,000 and his 
mark downs $10,000 the answer is 10 per cent. 











PROBLEM 


Retail Sales for Year 
Mark Down 
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and his 


ARK-DOWN 


allow for “down and outs” 


Danny Doubter: That’s what I thought at first, too. 
Then | figured his mark downs really come off the 
price he puts on his shoes originally, not what he sells 
‘em at. That makes a big difference in the final answer 
and we mustn’t forget it. 

Tommy Thinker: ’At’s right, too. He must have re- 
ceived during the year $110,000 worth at retail, marked 
them down $10,000 and sold them for $100,000. So, 
by dividing $110,000 into $10,000 I figured his per- 
centage of mark downs was 9.09. 

Teacher: Then you think he should add 9.09 per cent 


to his 35 per cent? Isn’t over 44 per cent a pretty steep 
average? 

Artie Askum: I thought of that and it didn’t seem 
right to me, so I went and asked a lot of shoe merchants 
about it. Honest to gosh, these shoe men are a lot of 
dumbbells! Not a one of them could give me the answer 
and most of them didn’t seem to know what it was all 
about. Some of these shoe men said 2 per cent, some 
said ten, some said they didn’t have any mark downs. 
and some said they marked their shoes all they could and 

[TURN TO PAGE 53, PLEASE] 
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MAKING FRIENDS te BOs 


impression that the boys’ shoe busi- 
ness is hardly worth cultivating had 
better talk with I. M. Cole, who manages 
Heads’ boys’ shoe department on the 
balcony of Spine’s Clothing Co., Wichita, Kan. 

Perhaps it is the fact that Cole likes boys, understands 
them and goes out after their business in an intelligent 
manner that accounts for the volume. he has built up in 
the past four years. Possibly the fact that the store 
showed only the better grades of shoes from the start, 
shoes which were styled carefully and carried in all 
widths, may have helped. : 

Probably the intelligent use of newspaper space and 
letters to the boys themselves had their effect too. It 
really is an excellent stunt to have a correct list of all 
the boys living within sixty miles of one’s store and to 
follow up the list consistently. 

A boy usually has time to read his mail, especially if 
his correspondent has something of interest to tell him 
Then, too, if the letter is signed by a man in a shoe 


G ines merchants who are under the 


store, who knows him by his first name 
and who always has some new shoes, just 
like the college boys wear, why, there is 
some sense in reading what is in the 
letter. 

Supposing a fellow is called on the ‘phone after 
school and told about some new street or gym shoe, is ji 
going to make him mad to feel that someone thinks he is 
of some importance ? 


GAIN, if this store sells airplane parts at cost and 

has a regular airplane engineer come in from a 
local aircraft factory on Saturdays, just to tell the boys 
how to build planes that will fly, why, that’s a pretty 
good place to remember. 

Boys are still wearing shoes, lots of shoes and good 
ones too. Perhaps, ‘Well, what do you want, boy? 
isn’t just the kind of a greeting that makes a fellow 
warm up to an old man. 

Perhaps the business is there after all, only the shoe 
man himself is out of step with the times. 
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ONE ON EACH FOOT AND ONE IN HiS HAND 


HEN the manager of a shoe store admits his 
W wrx business is showing a good, healthy gain, 

that’s when questions begin to be asked. Such 
a condition exists in the Walk-Over Shoe Store of 
Denver, Colo. Read over some of the reasons given by 
Jack A. McRae. 

“We go on the theory that every man is at least a 
potential three-pair customer. Against the tight one- 
pair customer there are many well-to-do men who buy 
eight to ten pairs on hand. Isadore Jacobs, who is 
stopping at a Denver Resort Hotel, tells of a number 
of men who think four pairs of sport shoes alone is a 
necessity. This in addition to their other four or five 
pairs of regular shoes. 

“But to get back to the ordinary run of folks. We 
are out for the three pair per man sale. One way of 
putting this across is after we have fitted a man to a 
shoe on his right foot to get another shoe and put it on 
his left foot. His first reaction is to say ‘That isn’t the 
mate.’ The answer is obvious. We admit it is not 
the mate but the companion shoe to what is on his right 
foot. Now the left shoe is taken off and left on the 

[TURN TO PAGE 110, PLEASE] 
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Buinty Rocers- 


BILLY Gets Some New Ideas 
About Buying 


EPISODE XII 


" OW are those two high school boys making out 

H that you put on?” Emery Parker asked Billy one 

noon time about a month after they had com- 

menced work. 

“T think they'll make good. Of course, they know noth- 
ing, but they sure have pep and are willing to be told, and 
that’s more than I can say for Joe Rowe.” 

“What are their names?” Parker inquired. 

“The two boys? Mallory Hupp and Elmer Reams.” 

Parker nodded slowly. Come from good families, and 
that’s something I always look to when hiring help. You 
did well to consider that.” 

“To be frank, Mr. Parker, I didn’t,” Billy confessed. “I 
liked their looks, and the vocational teacher at the high 
school recommended them. He said—the teacher I mean— 
that while they weren’t particularly good at studies; they 
were always active in school events.” 

“Fine; when I take on a new, young fellow, I always 
choose one who has the qualities of leadership; he’ll make a 
good salesman where the better scholar may fall down. 

“’S funny, Mr. Parker, every day I learn something about 
handling people.” 

“And yeu always will, Billy, if you continue to grow. 
After all, business is not merely a matter of knowing shoes and 
watching your bank balance ; business is vitally a matter of humani- 
ties, yet many people don’t seem to realize it. Business is the out- 
come of human desires and human relationships. That’s why I pay 
more attention to friendship with the public, and to making my help 
enthusiastic and cheerful than I do to any other phase of the shoe 
business. Understand, Billy, you’ve got to know shoes, for a Sideas ete elites w ol th 
thorough knowledge of shoes is your tool kit; how you use the tools store for $22,000. Too willing, a 
depends on how well you learn to deal with people. . . . Billy, here R in fact, as it appeared when sei 


THE stomtus 


ILLY ROGERS wanted to = 
own a shoe store. He had = 
$17,000 and some practical ex- —_ 
perience acquired as a salesman a 
in Parker’s Shoe Shop. George aa 


I’m gossiping with you when I’ve an appointment with Mrs. Parker. 
Good bye and good luck,” and he was off. 

“Gee! but he’s a great little scout,” Billy thought as he watched 
him go. 


Billy, acting on the advice of 
June Solent, consulted Jethro 
Blunt, president of Fretton Na 
tional Bank, and _ the _ latter 
scanned the figures on Morland’s 
business. Billy decided not to 
buy Morland out and, after con- 
sulting his former boss, Parker, 
decided to launch his own busi- 
ness. He picked a promising lo 
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HOE MERCHANT 


By 
Harold Whitehead 






As he entered his store he saw Joe Rowe draw away sud- 
denly from a_ shoe salesman, who was waiting to see Billy 
Normally he would not have noticed it, but talking with 
Parker had made him think of Joe’s recent change in man- 








ner, ever since the two high school boys came and Captain 
Jacks left, in fact. He recalled the growing tendency to 
come in late, the extra five minutes that sometimes grew to 








ten he took at lunch time, and the marvelous speed with 






which he disappeared at night. 







HE salesman wanted a check for his account, which he 





claimed was a month overdue. 
“But when I bought those shoes I was promised an extra 
sixty days dating,” Billy protested. “I certainly wouldn’t 








have bought so many otherwise.” 






“Nothing on the order about it,” the salesman said. There 






was an unpleasant impudence under his manner. “Here it 
is, look for yourself.” 
“I know that,” Billy protested, “but the house salesman 








assured me it would be all right.” 






“If you'll use your eyes, you'll see it’s printed right here,” 






and the salesman dabbed a rather dirty finger on the place 





referred to. It says: “No conditions other than those stipu- 






lated on this order can be recognized.” 






Billy glowered, but he realized the weakness of his posi- 





tion. He vowed then and there that never again would he 





















sign an order unless all the conditions agreed to were definitely 


TOL HUs FAR Oe stated. “All right, I’ve been stung, but I won’t be stung again in 


, the same place. That account's not due for a month, but take off the 
cation, acquired a stock and 


“gt aed thls wave. Bapecionse discount and I'll pay it now.” 

a mn taught him that store manage- “Discount? Say, don’t make me laugh. That account’s a month 
ween ment has its problems. Billy’s overdue. I suppose by right we could charge you interest, but we 
Jeorge competitors made trouble by cut- are a liberal house with our customers.”’ 

oll his — and to meet the ome “T won't pay unless I get the discount,” Billy said stubbornly. 
illing, ation the young merchant studied “y aaa i ail <a ena Sengpenalligpe te co ys > Let 
ai the possibilities of advertising. é ou wont: une salesman s voice was ral ed. ou reaped a 
ce of He also found out what it means ok me tell yer something ; we know how to deal with your kind.” The 
Jethro to appease the wrath of the dis- $a salesman’s voice rose higher. This was a condition that Billy didn’t 
1 Na- pleased customer and learned the es know how to deal with. Any moment a customer might come in! 
tis importance of watching inciden- i [TURN TO PAGE 55, PLEASE] 
land's tal expense. Then a new prob- 

nay lem confronted Billy when a com- 

= petitor threatened to bring suit 

aie against him. Averting this difh- 

bush culty, he soon found himself 

ab faced with others equally serious. 
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Getting More Shoes Sold Right 


Holidays Ahead 


IVE a thought to the coming holidays. All in- 

dications point to a Shoe Christmas. Some- 
one has said that November and December are the 
two great heart months of the year. People want 
to buy things for other people to enjoy. Remember 
this when you make your selections of slippers and 
novelties for Christmas selling. 

There is a trend in modern shoe stores toward 
all-leather selling. Any article built of leather has a 
window appeal and who should know his leathers 
better than the shoe man? This field of holiday 
profits increases this year with the sale of bags, 
gloves and all of the little items of leather goods, 
salable for gift purposes. 


hy tly ee 


Comparisons Odtous 


[* the Oct. 5 issue of a great national weekly there 
appeared an advertisement from a mail order 
concern offering shoes for men and women at $4.98. 
In the advertising copy accompanying was this state- 


ment: “We challenge your most critical comparison 
with any $6 to $7.50 shoe you may have been 
wearing.” 

The illustrations in this advertisement showed two 
very high class shoes—as pictures go—and the per- 
son who has no knowledge of shoe values would lhe 
impressed. In fact the mental reaction of the aver- 
age citizen would be something like this: “Now 
why pay more when you can get such beautiful 
shoes for such a low price?” 

Millions of people, no doubt, read this advertise- 
ment. It appears in a publication that is very strict 
in its consorship of advertising copy. It is gen- 
erally known that an advertisement in this weekly is 
passed upon and investigated carefully before it is 
admitted. Manufacturers and retailers of hich 
grade shoes would do well to give this a little con- 
sideration. Very few people know the difference 
between a $4.98 shoe and a $10 shoe. Handsome pic- 
tures and well-worded copy in a high class publica- 
tion increase the interest of people. 

Some day, some daring soul may pioneer in 
telling the American public something of the 
real values in a shoe. Some nationally printed 
advertisement may take the public into its con- 
fidence and explain just why one shoe is worth 
ten and another four-ninety-eight. So far ob- 
servation of national advertising fails to dis- 
close even an inkling of the facts. 


Be 


Progress Thru Unrest 


T is some problem to solve the unrest of em- 

ployees in chain stores. The word has been 
passed around that to work in a chain store is to be 
in a groove forever. 

That is not necessarily so, for the ambitious hoy 
may find greater opportunity in bigger businesses, 
for if he “has it in him,” his talents will be dis- 
covered. 

Here is what one of the chain stores has written 
in its “house organ,” to show the other side of the 
mirror. Now it is not all as pessimistic “at the 
start” as that, but the points brought out are well 
worth considering : 

It had become a by-word that “anybody can open a 
shop .” And thousands believed it to the extent of try- 
ing it. It wasn’t necessary to have any special skill or 
experience, they believed. There was no minimum |imit 
to the size of the venture or the amount of capital neces- 
sary. All you needed was sufficient cash to meet cur- 
rent expenses and make a partial payment on a bill of 
goods. If you stuck to it you were bound to succeed, 
was the theory. The ease with which this first step 
could be made inveigled thousands of men who had 
saved some money and who had a desire for indepen- 
dence to be their “own bosses.” 


The shoe business was selected by many of these in- 
dividuals. They had no knowledge of the business. They 
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didn’t know the first thing about leather and hides nor 
did they have any knowledge of the process of making 
shoes. What is infinitely more important they were to- 
tally ignorant of the necessity for correctly fitting the 
feet of their customers. Their aim was, entirely and 
completely, to sell shoes. The great majority of them 
failed. Their stores were taken over by individuals of 
equal or less ability. They in turn failed only to be re- 
placed by others, a cycle that cost the public large sums 
of money, due to the increasing overhead costs of 
distribution. 

To be restless for success is commendable. To 
know the simple rules for orderly progress toward 


success is to be doubly prepared for it. 


ee 


Merchants as Editors 


E sense an increased interest on the part of 

merchants in expressing in their own language 
those experiences that they believe would be help- 
ful for other merchants. 

It has been a source of real delight to receive so 
many voluntary letters, covering those fundamental 
truths of business, developed by men who study 
their problems and find some joy in expressing 
successful accomplish- 
ments. It shows that 


lent method of keeping down our end sizes is to 
take a composite list of sizes and widths of shoes 
in stock at least twice a year listing welts and turns 
or McKays separately. This list shows at a glance 
not only how we are buying our shoes but also how 
they are selling. The extremely small sizes do not 
bother us as we do not buy them. Our sales are 
mostly four to eight and a half, strong on five to 
seven and a half. We buy but few threes, three 
and a half and nines. 

“All these articles that show the retailer how to 
buy more successfully should be encouraged as the 
old saying is quite true ‘Goods well bought are half 
sold’.” 

While we are on the same topic, L. Hyatt of Lake 
Charles, La., gets his rating as a merchant editor 
for the following: 

“We have been working on the problem of sizes 
for sixteen months. We have kept an accurate 
record of every size fitted in our store and have 
them classified according to types of shoes. The 
result has been amazing. We are now buying our 
shoes in conformity with the sizes we sell in the 
different ‘types’ of footwear. 

“It is very interesting 
to find that certain sizes 





shoe business is really one 
of the most interesting of 


are big sellers in one 
‘type’ of shoe and not 


all trades at retail. 

It is a good thing for 
merchants, figuratively, to 
lift their noses from the 
grindstone so that they 
can see the sparks that fly 
from other efforts at re- 
tail. Here are a few 
sparks for this week : 

R. B. Nay of the Nay 
Shoe Company, Wheeling, 
W. Va., qualifies as a mer- 
chant editor this week in 
the following : 

“The subject of sizes is 
very timely for all re- 
tailers who are interested 
in merchandising their 
product at a profit. 

“We find a very excel- 





—God News— 


“We think the consolidation of the 
Boot & Shoe Recorder with The Shoe 
Retailer is a very good move. If the 
Recorder only keeps up its good work 
as it has in the past we surely can 
have no complaints to make. Our 
business has been greatly benefited 
by both the Recorder and Shoe Re- 
tailer and I feel we need your good 
work to keep us pepped up to the 
standard that we need today to be 
successful in our line.” 

JOSEPH F. COSGROVE, 
Cosgrove’s Family Shoe Store, 
Marlborough, Mass. 


* * * 


Such friendships help to humanize 
each printed page of the Boot and Shoe 
Recorder. When merchants know us 
individually, they certainly read with 
greater interest the product of our col- 
lective brains. That is the reason why 
the editorial staff and the field editors 
are constantly traveling and visiting shoe 
stores of America. It is our business to 
know your business. 


ee 
Sut bT * 
President. 








good sellers in other 
types. 

“Our charts do not con- 
form exactly with charts 
made by John D. Hunter, 
in a recent issue, but they 
reveal to us our former 
mistakes and help us 
greatly in carrying the 
wanted sizes and also help 
us in holding our stock to 
a minimum. 

“We want to tell you 
how much we appreciate 
the service the Boor anp 
SHOE RECORDER is render- 
ing to the industry and 
also to tell you that you 
certainly are on the right 
track.” 
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More uses for shoes, next spring, for the costumes of women have been in- 
creased by her new fashion activities—Clothes are distinctly classified for 
Spring—as never before. 


Three skirt lengths—the morning skirt, 3/4 inches below the knee, the after- 
noon skirt—which is half way between the morning and the evening skirt 
which is long. This will all have a great bearing on the question of shoes. 


Clothes are in five classes this year: morning, afternoon, evening, sports and 
intimate or informal—and shoes are divided into the same classifications. 


No longer is it correct to wear your tweed clothes right into the evening. After- 
noon clothes are stressed as never before. With the afternoon dress, with its 
subtle dignity, its feminine charm, the afternoon shoe is coming into its own. 

Kathleen Howard 


42 


(oming 


ae the spring season it is a break up— 
hat of one shade, dress of another, hose 
and shoe of another shade. A strong 
point to remember is that the shoe man 
does not have to match the costume, but 
can blend the color of the shoes with the 
color of the outfit. When a customer 
comes in to match a shoe, if you haven’t 
the exact shade, the salesmaan may sug. 
gest a color that will complement the rest 
of the costume. 
Madame Hamilton-Jeffries 


* * * 


URING the past few years the im. 
portance of style has entered more 
and more into our business lives. Tan- 
ners, manufacturers and retailers have 
learned that proper style is absolutely es- 
sential to their business success. They 
have learned that a careful study of style 
is necessary to attain the proper style 
Gordon McNeil 


* * * 


UN-TAN has brought in the contrast 
of the white. It gives white a new 
interpretation. White shoes will go big— 
because you have the contrast of the naked 
leg or you have the stocking that is going 
to look like the naked sun-bronze. Whether 
bare leg or with hosiery, the influence will 
be the same on shoes. The bare leg is 
nothing to worry over from the hosiery 

end. 

Margaret Hayden Rorke 


* * * 


Se for spring in styles and 
leathers so long as it is in harmony 
and proportion. Watch the breaking up 
of the one-color ensemble. You can sell 
anything you wish, in any combination, so 
long as it blends and complements the rest 
of the costume. 
* * * 


HAT is a husband? “A husband is 

what is left of the sweetheart after 

the nerve is taken out.” Mere man is 

amazed at the shoe wants of his women 

fo'ks—and now along comes the need for 
gardening shoes. 

We must try to sell women the idea of 
sandals for gardening rather than old, dis- 
carded shoes for that purpose. The shoe 
trade will get on to the need for new shoes 
“in time,” but they may not be ready “on 


time.” 
John C. Mckeon 
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papas at Palm Beach—watch very closely 
that little section of the map to see what is 
going to be worn. It gives us the idea of future 
styles. One important style note is the arrival of 
the pajama—not only for beach, but also for in- 
terior. The pajama has had a very slow fashion 
growth. It appeared five or six years ago in 
Europe and was gradually brought over here by 
the smart women. It is only reaching volume 
now. A few years ago when one went to the 
beaches they wore no bathing pajamas, bathing 
coat or bathing shoes. Very seldom now do you 


see women barefooted. A new era of leather and 
American made sandals is here. 


‘Ny 


Marian Stephenson 


A Sandal year 
ahead—and 
wood for 
beach soles 


( 


EVEN hundred men and women, tremendously inter- 

ested in style as it applies to footwear for Spring 
and Summer 1930, met in friendly cooperation—and a 
new style platform is the result—it is in this book— 
complete. 

It would have been difficult to find a better natural 
setting for the styles conference than the Belvedere 
Room at the Astor on Oct. 15. The blue-black walls, 
rust colored hangings with frosted glass and silver 
lighting effects in the modernistic manner, and the 
touches of pale pink and yellow on the walls between 
the windows gave just the right color motif. The con- 
trast of these pastel shades with the dull black of the 
major portion of the walls seemed to set the color key- 
note of the conference, which developed the fact that, 
colorwise, Spring is to be a season of contrasts. 

The showmanship of John C. McKeon, master of 
style stage-craft, and the toastmastership of Gordon 
McNeil made the conference the best yet—under the 
stimulation always present in planning a new Spring 
season. 

Spectator sports shoes came into their own at this 
conference. In fact, the making of the new classifica- 
tion of spectator sports footwear was one of the reasons 
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why the retailers’ committee on women’s styles stayed 
in sessions until after 7 p. m. on Monday, drafting its 
program. 

Forecasting a Spring season of color contrasts rather 
than of the monotone ensemble, was a bit daring on the 
part of the stylists. And they had a rather hard time 
convincing the conference that this will come about. The 
injection of dark brown into the women’s early Spring 
selling program seemed to bother some of the men, 
until it was explained that these dark brown shoes will 
contrast with the beige and other light colored costumes. 


It was even suggested that pink costumes and brown 
shoes will be in the swim. 


HE stylists who addressed the conference seemed to 

take it for granted that the new mode in women’s 
garments will be widely accepted by the women. In the 
halls before and after the conference there were many 
men who raised the question of whether or not women 
will, as a rule, wear higher waisted dresses and longer 
skirts. Several of the women speakers stated flatly that 
the new mode is “over.”” They backed up their con- 
tention by themselves wearing skirts that were definitely 
longer than those generally seen. 

















FOOTWEAR Fasnions For SPRING 


Official Report of the Joint Styles (onference 
WOMEN’S SHOES 


TYPES FOR GENERAL USE, FOR STREET AND SERVICE BUSINESS, SHOPPING AND TOWN 
WEAR 


For January, February and March Selling 


PATTERNS: 
1. Tie effects and oxfords. 
2. Straps. 
3. Pumps and step-ins. 
NOTE: Attention is called to the development of a new type 
Colonial and attention is also directed to the importance of 
the tailored pump with high Cuban heel of leather or wood, 
and with tips and quarter foxings. 


LASTS: 
Present types. 


HEELS: 
10/8 to 17/8. 
NOTE: The type of the shoe should determine the shape 
and height of the heel. 


MATERIALS: 
1. Kid and light-weight calf. (Note: In high style shoes 
calf will be more important.) 
2. Reptiles. (Genuine and simulated.) 
3. Patent leather. : 
NOTE: These leathers are all enhanced by contrasting trims, 
reptilians, etc. 


COLORS. (Exclusive of black.) 
NOTE: Black is of the utmost importance in the spring 
mode. 
1. Brown. (Prado.) 
2. Brown family. (Almora, tropical tan, and Suntan Beige.) 
3. Blue. (Nautical and other dark shades.) 
NOTE: Attention is called to the official colors in matching 
and contrasting costumes and accessories, notably Venetian 
Purple, Riviera Blue, Corrida Red, Hampton Green. 


For April, May and June Selling 


4. Light-weight calf. 
5. Patent. 


PATTERNS: 

1. Straps. 

2. Pumps. 

3. Tie effects and oxfords. 
LASTS: 


Present types. 


HEELS: 
10/8 to 17/8. 


MATERIALS: 


1. Kid. 
2. Reptiles. 
3. Fabrics. 


COLORS. (Exclusive of black.) 
‘NOTE: Black is of the utmost importance in the spring 
mode. 
1. Beige and brown family as given in the official color card, 

with light beiges first in importance. 

2. Blue. 
3. White. 
NOTE: Attention is called to white shoes trimmed with 
brown, black, beige, and other colors indicated in the official 
color card. 


TYPES FOR AFTERNOON WEAR 
For January, February and March Selling 


PATTERNS: 


1, Pumps (trimmed and plain) and step-ins. 
2. Light strap effects. 

3. Ties and light oxfords. 

4. Sandal effects. 


LASTS: 
Present types with a larger acceptance of the present nar- 
rower toe. 

HEELS: 


14/8 to 20/8. 
NOTE: Attention is directed to the shaped heel of 15/8 and 
16/8 height (the new Louis heel). 


MATERIALS: 
1. Kid (plain or in combination). 
2. Reptiles (all-over and in combination with kid and patent). 
3. Fabrics—moire, crepe, and satin. (This is an important 
note in connection with the new formal mode in cos- 
tumes for afternoon wear). 
4. Patent. 
COLORS: 
1. Black. 
2. Brown. 
3. Blue. 
4. Green. 
NOTE: Attention is also directed to Corrida Red and | -ne- 
tian Purple as shown on the official color card. Gray x!) be 
used to some extent in high fashion. 
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For April, May and June Selling 


PATTERNS: 

Those recommended for January, February and March. 
LASTS: 

Those recommended for January, February and March. 
MATERIALS: 

1. Kid. 

2. Fabrics. 

3. Reptiles. 

4. Patent. 

NOTE: See author’s proof. 


COLORS: 
1. The beige range—from Beige Clair to lighter shades. 
2. White. 


3. Pastel shades—pink, green, blue, yellow and lavender 
also vivid shades—red, green, blue, and purple or dahlia. 


NOTE: For extremely high fashion, dark brown. Gray to 
some extent in high fashion. 


ACTIVE SPORTS 
For January to June Selling 


PATTERNS: 


1. Oxfords (moccasin types important). 
2. Prince of Wales effects. 
3. Straps to buckle, with brogue and sport effects. 


NOTE: Attention is called to the “Kiltie-Tongue.” 
LASTS: 
Present Types. 


HEELS: 
8/8 to 12/8. 
NOTE: Attention is called to the increased use of the 
escadrille type of shoe for tennis. 


MATERIALS: 
1. White with brown trimming (with a tendency toward the 
darker shade and white with black). 
2. Beige with brown trimming. 


SPECTATOR SPORTS WEAR 
For January to June Selling 


PATTERNS: 


1. Straps (including sandals for the later season). 
2. Oxfords. 
3. Pumps. 


NOTE: As the season progresses the oxfords and pumps 


will reverse their position in importance. 


LASTS: 
Present Types. 
HEELS: 
12/8 to 19/8. The Cuban leather heel for this type of foot- 
wear is correct. 
NOTE: Attention is called to the Pajama sandals with 10/8 
covered wood heels. 


For January, February, March Selling 


MATERIALS: 

1. Calfskin. 

2. Reptiles. 

3. Suede, or buckskin, with calf or reptilian trimming. 
COLORS : (For Jan,, Feb., March Selling). 

1. Brown. 


2. Reptiles (including the natural shades). 


NOTE: Attention is directed to the deep-toned colored 
calfskin sports shoe for use with vivid colored tweed cos- 
tumes, either matching or in combination of white shoe with 
blue trimming and white with green trim. 


For April, May and June Selling 


3. Natural reptiles. 


MATERIALS: 


1. White leathers, trimmed with dark brown, black and blue. 
2. Fabrics of cotton or linen weaves, trimmed with contrast- 


ing or harmonizing leathers. 


NOTE: Attention is called to the use of high shades and 
pastel shades of kid for sandals. 


EVENING SLIPPERS 
For January to June Selling 


PATTERNS: 
1, Straps (including sandals). 
2. Pumps (plain and trimmed). 
LASTS: 
Present Types with a larger acceptance of the narrower toe. 
HEELS: 
16/8 and up. 
MATERIALS: 
1. Dyeable materials, including moire, satin, crepe, brocades 
and lame (metal threaded). 
2. Multi-colored brocades. 
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3. Black fabrics such as moire, crepe and satin, piped or 
trimmed with gold or silver kid. 


‘NOTE: The trimmed shoe will predominate. Opalescent 
leathers in pastel shades are important for trimming. 


NOTE: Attention is called to the possibility of combining 
crepe, satin, moire and brocades. Attention is also directed 
to the new open-throat sandal, fastened by ornaments of 
brilliants. 


Bright, solid-colored slippers are recommended as contrast 
with black or white evening costumes. 














MEN’S SHOES 


FOR DAY WEAR 

TYPES: 

Oxfords. 
LASTS: 

1. Medium broad. 

2. French types. 

3. American custom 

4. Corrective lasts. 

5. Staple. 
TIPS: 

Straight, wing and perforated (Some plain toes) 
PATTERNS: 

Circular seam and bluchers. 


COLORS: 


Blacks, browns, and tans, with tendency toward other colors, 


such as blue, etc: 


LEATHERS: 
Smooth and boarded calfskins, kidskins, and some grains 


HEELS : 


Leather and rubber, 8/8 in general, with tendency to higher 
heels in custon toes. 


Weights—bigger demand for Summer weights expected. 


FOR INFORMAL WEAR 
TYPES: 
1. Oxfords with or without straight tips. 
LASTS: 
Medium and narrow. 


LEATHERS: 


1. Black calf. 
2. Patent. 


HEELS: 
1. Leather. 
FOR FORMAL DRESS WEAR 
TYPES: 
Light weight, plain toe, oxfords and pumps. 
LASTS: 
Medium and narrow. 


LEATHERS: 
1. Black patent. 


SPORT SHOES FOR MEN 


As reflected by the questionna.res and the discussions in the 
conference, the opinion was unanimous that for the Spring of 
1930 the men’s -hue industry will enjoy an earlier and larger 
sport son than eve. Sport shoe volume developing in two 
distin. -hannels—active sports, with alert patterns, rubber, 
composition or spiked soles, and street sports, equally colorful 
in pattern and color with leather soles. Moccasin types very 
definitely in the picture and woven effects sure to occupy a 
prominent place. Much liberty in pattern interpretation. Indica- 
tions that all-over white buck, and brown and gray in combination 
with harmonizing colors to have strong call in some sections 
Dark blue sure to find substantial expression in sport shoe inter- 
pretation. Definite interest being shown in white buck, with 
neat trimmings of blue, green, red and reptile. 

Never in the history of the shoe industry has there been such 
a widespread and intense interest in men’s footwear, and with 
the cooperation of the clothing and apparel industries expressed 
by their presence at the last three conferences a spirit of 
optimism dominated the conference in no uncertain measure 


JUVENILE SHOES 


PREFACE 


“Youth must be served” 


Greater emphasis on the exploitation of juvenile styles is 
steadily growing among modern shoe retailers. The stress of 
smart style in this department is most essential. Equally im- 
portant is the need for a comprehensive assortment of sizes and 
widths: in the patterns demanded by modern juveniles whose style 
consciousness is so well poe me Attention is again drawn to 
the correct official classifications and size runs: 


Children’s 
Junior Misses 
Misses 
Modern Misses 
Junior Boys 


Sizes up to 11 
Sizes 11% to 2 
Sizes 2% to 7 
Sizes 2% to 8 
Sizes 9 to 2 

Sizes 2% to 6 


FOR SCHOOL AND SPORTS WEAR 


For Junior Misses (Sizes 11% to 2 
and Children up to size 11) 


PATTERNS: 
1. Oxfords in Plain Toe and Shield Tip Effects (Soft Toe 
Boxes preferable). 
2. Moccasins. 
3. Barefoot Sandals. 
4. Strap Effects. 


NOTE: Barefoot sandals will be the. ideal, shoe for the 
—- months. It is the most adaptable shoe for play and 
seashore. 


LEATHERS 


Volume Group 


1. Elk skins and boarded 1. Patent leather bluchers 
leathers in tan and smoke. 2. Gunmetal. 

2. White Elkskin or Calfskin. 3. Elk type leathers. 

3. Buckskin. 


NOTE: The committee recommends flexible soles to promote 
barefoot freedom so essential to the growing foot. 


Quality Group 
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FOR SCHOOL AND SPORTS WEAR 
For the Miss (Sizes 2% to 7) 


PATTERNS: 
1. Oxfords, including Moccasin Types. 
2. Strap effects. 
3. Prince of Wales and open tie effects. 
4. Barefoot sandals. 
NOTE: Misses’ sizes 2% to 7 have been created mainly to 
take care of the miss who is stepping out of a size 2 and 
must have the same style shoe carried on: because this little 
girl who is about eight years of age requires in many cases, 
sizes three and one-half to six. The Committee, therefore, 
recommends this run should follow out the Junior Misses’ 
as closely as possible, thus removing a lot of confusion. For 
example, two little girls may be of the same height—one 
nine years of age wears size 2; her little chum who is not 


eight years of age wears a size 4. This situation is found 
frequently, and for this reason a department of this type 
should be created to carry out the same style expression as 
for the Junior Misses’, graded proportionately in toe ap- 
pearance, with a slightly higher heel not to exceed 8/8ths 
in height 
LEATHERS 
Quality Group 4. Patent leather. 

1. Boarded and smooth lea- 5. White Buckskin. 
thers in tan, smoke and Volume Group 
black. 1. Patent leather. 

2. Elk. 2. Gunmetal. 

3. White elk or calf. 3. Elk types. 


FOR DRESS OCCASIONS 


For Junior Misses (Sizes 11% to 2) 
and Children’s (Up to size 11) 


PATTERNS: 
1. Straps. 
2. Open Throat Ties. 
3. Dressy sandal types. 
4. Gore pump effects with tongues and buckles. 


LEATHERS 


Volume Group 
1. Patent leather. 
2. White leathers. 
3. Colored kids and calf with 
trims. 
4. Reptiles. 
5. White fabrics. 


For the Miss (Sizes 2% to 7) 


Quality Group 
1, Patent leather. 
2. White kid, white buckskin 
and white linen. 
3. Colored kids with grain 
and reptile trims. 
4. Reptiles. 


PATTERNS: 


1. Straps. 

2. Open Throat Ties. 

3. Dressy sandal types. 

4. Gore pump effects with tongues and buckles. 
5. Strip pumps. 


LEATHERS: 


1. Patent leather. 

2. Colored kids grain and reptile trims. 

3. Reptiles and novelty leathers (See Color Card). 
4. White kid, white buckskin and white linen. 


NOTE: For the Volume Group disregard buckskin. 


HEELS: 

1. Leather. 

2. Covered. 

NOTE: Heel heights, 8/8 to 11/8. See note following. 
NOTE: Shoes for the modern miss, sizes 2% to 8, for the 
advanced type of girl who wants shoes approximating 
women’s, should carry heels from 10/8 to 13/8. There should 
be a separate department for this girl, with a modern 
atmosphere, giving her the opportunity to purchase shoes 
in the advanced styles with sensible heels; this modern girl 
is overlooked in the women’s department, on account of the 
heel height that she requires. In the majority of cases she 
is shown the so-called corrective shoe, or a sports shoe. 
When it comes to dress shoes, the average women’s depart- 
ment does not seem to have the shoe needed by this modern 
young person, who seems to know her own importance. 


JUNIOR BOYS AND GIRLS 


Junior Boys sizes up to 2 
Boys sizes 2% to 6 


For School and Sports Wear 


PATTERNS: 
1, Oxfords and moccasin types. 


2. ——— effects in a greater variety (with rubber or leather 
sole). 


LEATHERS: 
1. Elkskins. 
2. Grains. 
3. Boarded leathers. 
4. Combination leathers of elkskin and calf. 


For Dress Occasions 


PATTERNS: 
1, Oxfords. 
2. For the summer months, sports effects in black and white, 


tan and smoke, and tan and white, are also considered 
dress shoes. 


LEATHERS: 
1. Black calf and dark brown calf. 
2. Patent leather. 
NOTE: Beyond size 6, either refer to Men’s Department 
or carry lower priced line of boys shoes to meet require- 
ments of the boy who needs up to size 9 in a boys type. 


[Style recommendations to volume buyers of shoes retailing from $4 to $6 will be found on page 88) 
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FEET=FIRst ron speixel 
VIDENCE from clothing and haberdashery men in the pre- 
k convention session indicated that blue as a color ensemble for 
men started “feet first.” This is startling news from a craft 
rather unconscious of its own styling ability. To have been first in 
the movement is an index of an awakening in men’s shoe styling. 
So on Oct. 14 and 15 there came a change of tune in men’s shoe 


styling—viz.—“stop kicking my dogs around.” Believe it, in print, 
men’s shoes are in for a profit-honeymoon with the cash register. 


The first to tell of it was George Geuting of Philadelphia. 
He said most vigorously “We are never going to get anywhere 
in the men’s game unless it is individualized, and dramatized. 
I want to caution you on one thing. Whatever you do in color, 
it has to be masculine before it will go over in a big way. Pick 
masculine type of salesmen and masculine designers. I plead 
with you, if you are interested in-the shoe business—spend a 
little time and allow the younger generation to develop and 
they will put the men’s business over.” 


Discussions show that style and color are definitely incorporated 
in men’s footwear, with the viewpoint of apparel rather than shoes 
only. 

Clothing authorities stated that in the Spring Styles, brown would 
occupy a larger position than ever with gray second and blue-grays 
and blues third. 

The tendency toward neatness in clothing and haberdashery por- 
tended similar tendency in styling men’s footwear. 

In neckwear for Spring there will be a greater tendency to 
brilliancy than ever. 

In better grades of merchandise, the tendency toward narrower 
toes will be maintained. Medium broad toes in popular priced mer- 
chandise will continue. 

Summer-weight for men more important than ever. 

Returns from questionnaires reflected that wing tips and perfor- 
ated tips would be increasingly evident in styling Spring shoes. 

The Conference urged a greater 
use of the term “brown” rather than 
“tan.” ° 

Concerning the dark blue interest 
it was agreed that the very emphasis 
of this third basic color brought 
helpful influence in selling more 
browns and more blacks. Although 
the official color included in the 
men’s color card 33a is Commander 
Blue, there is a marked interest in 
Nautical Blue, a shade lighter than 
Commander Blue. 

Great interest and enthusiasm 


was shown when the report was NERT—che gry enuuile, fect 


made that up to Sept. 1, the men’s y ye _ joint-styles en 
. - a ‘or next Spring wear. very 
shoe production was 1,700,000 pairs smartest dresser is ready for blue en- 


ahead of, the same period for 1928. semble too. 
“The World Has Gone Stylish” 








[TURN TO PAGE 89, PLEASE] 
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THE ARCH 


SPECIALTY 
CUSTOMER 
‘ EXDECTS 


HE arch specialty cus- 
T tomer, far more than 

the strictly style seeker, 
expects quality. This is a fun- 
damental of the arch specialty business that it is 
well to keep in mind, particularly in the popular 
$5.00 and $6.00 field. 

The best way to drive a customer to a com- 
petitor for her next pair is to sell her an arch shoe that loses 
its good looks, comfort and fitting qualities after the first few 
wearings, because of poor materials. 

On the other hand, quality will hold her. Once satisfied, 
she is not easily diverted. 

The success enjoyed by retailers who depend exclusively on 
3rownbilt [deal Arch Shoes for their $5.00 and $6.00 retailers 
is due to this plus feature of extra quality. These retailers tell 
us that when they sell a Brownbilt Ideal Arch Shoe, they can 
count one more regular customer; that much new trade comes 
from women sent by other pleased customers, and that their 
staunchest friends are those who elsewhere bought arch shoes 
that failed to stand up. 

The Brownbilt Ideal Arch line is complete in every way, and 
is smartly styled. Widths run from AAA to EEE. Highly 
scientific lasts and in-built features make them easy fitters and 
provide the relief this type of shoe is intended to give. The 
plus quality of materials, however, is their, great distinguishing 
leature. Most patterns can be retailed profitably at $5.00. The 
line is carried in stock. The next eleven pages illustrate and 
describe a few representative numbers in the line. Beginning 
November 15th this and all other Brownbilt lines will be adver- 
tised to the public in a nation-wide broadcast. See the closing 
page of this advertisement for particulars. 


*. Ox ; 
WL NAYS Care NT (TS GWG shoes rts 
WIDWAs WSs SOR CQOIY Fenty 


WALITY 


Play the popular $5.00 and 
$6.00 field, but be sure the 
shoes you offer are worth 

the money. 


On the Next 


Pages 
You will find 
illustrated 


Ideal Arch 
Shoes 





complete as to pat 
terns, sizesand widths 


%@ 


MANUFACTURERS ST. LOUIS —all carried in stock. 
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Sprine Conors in LEATHER 


Attractive Showing of Newest in Footwear Materials at 
Joint Styles Conference 


UST as the newspaper man’s senses are sharpened by 

the smell of printing ink so were shoe men’s wits 
stimulated by the smell of leather in the Grand Ball 
Room of the Hotel Astor, New York, on the day of the 
Joint Styles Conference, the day preceding and the day 
following. Here in this great vaulted room was the 
most interesting collection of finished leather -for shoe 
purposes ever seen. There were 36 exhibitors and their 
products ran the gamut from reptile skins, through calf 
and kid and into leathers which do not in the least re- 
semble the accepted form of that material. 

An inspection of the exhibits was a liberal education 
Not 
only did they show a marked improvement in the color- 
The 
simulated reptile group had a distinctly strong showing. 


in the fine points of tanning and finishing leather. 
ing of leathers but also in fine and novel finishes. 


Practically every booth had a showing of leathers in 
the new spring color range, as well as supplementary 
colorings, many of which are destined for use as accent 


trimmings. Tine shadings and tonal values were evident 


in luster finishes leathers and in the genuine and 


lated lizards. 
Most of the exhibitors also had finished shoes 
new colors and finishes, to show along with their k 


and these furnished inspiration for the shoe maui, 
turers and retailers who crowded the exhibit row 


Tuesday and Wednesday. The liberal showing of inak. 


up handbags by a number of the leather concer: 


indicated the growing importance of the relatic: 


tween the shoe and the harmonizing bag. 


The leather show was largely attended on M:: 


Tuesday and Wednesday, the time having been exicnde 


to include an additional day because of the fact tha 


Jewish holiday on Monday prevented many from 


present when the exhibition was opened. Even o1 


day and Tuesday, however, attendance figures are 


to have surpassed those of previous showings, a 
interest shown by the visitors who inspected the | 
lines demonstrated that leathers are destined t 


shoes for spring and summer. 





Gi28 Brownbilt Ideal 
Arch Dull Kid Portia 
tongue Tie, Longtail Liz- 
ard trim, 1% inch rubber 

top heel. Welt over Arch- 

Science A/C combination 
last. AA 5-9,A 4-9, B3-9, 
C,DandE 2!4-9 .. $3.15 


Gi29 The same in Prado 
Brown Kid, Essex Java Lizard 


trim .... $3.35 
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THe JSprine Coror Picture 


By MARGARET HAYDEN RORKE 


Managing Director, The Textile Color Card Association 


been a decided evolution in fashion. To the av- 

crage consumer this change has been a bit cyclonic, 
but to the student of style it is not unexpected, for it is 
the normal, healthy change that marks the turning point 
from old to new, the metamorphosis of fashion when the 
butter‘ly emerges from its grubby old chrysalis. A new 
stimuius has come to industry. With the return of a 
line «nd a mood that delineate the eternal feminine 
there should be loud hallelujahs. 

An’ how does this new thought in fashion effect 
color’ It means a far greater appreciation of its proper 
applicition. In all the great eras of fashion, when 
femininity ruled, color reached its zenith. Rhythm of 
line, ¢raciousness of contour, sumptuousness of fabric 
instruments on which color plays its most melo- 
So I predict that a new era of fashion is 


I the year since I talked to you about color there has 


are th 
dious strains. 
dawning, one that will spur the shoe industry to greater 
achievements in creative art and color interpretation. 
Let us do a little crystal gazing and see what the colo 
holds in store for us. To me there looms up 
; In the 


future 


three “headliners.” Browns, blue and greens. 





Weg 


" 


eae | 
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brown group I place beiges, so | make this a composite 
family. These I place first, because I believe that the 
great volume in shoes, outside of black, will be in this 
beige to brown gamut. 

The importance of brown as a blending and contrast- 
ing color fits most closely into the color scheme of the 
mode. Brown as a costume shade and its combining 
qualities with contrasting hues has not reached its peak. 
The smartest browns, both light and dark, will have a 
purplish base. The beiges will assure a clear neutral 
character not too pink or not too yellow. Blue, I con- 
sider, will be very important, especially in the violet 
tinted and purplish category. 

Greens, though outstanding this fall, will step back a 
pace to blue, but will still maintain a prominent position. 
I see two distinct types, the blue-green, which I place 
in high style for general daytime wear, and the yellow- 
green, which takes its place in the sport and evening 
category. The vogue for the dahlia and purple family 
will carry over. Red, in both yellow and bluish tones, 
will be in the picture, but indications are that its position 
will be less important than greens and blues in the early 
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G 119 Brownbilt Ideal 
Arch Kid Hampton 
Strap, Silver button cov- 

er, inch wood Baby Louis 
heel. Welt, over Arch- 

Science A/C combination 
last. AAA and AA 5-9,A4-9, 


B 3-9, Cand D 2',-9. $3.35. 


G 118 The same in Pat- 
ent leather. . . $3.35 
Drow Vane 
OWNS, 








spring but will advance with the summer season. The 
capucine, rust and orange shades will not be as promi- 
nent. 

Yellow, however, in citron, lemon and butter tones, 
and those that fit into the Spanish and Japanese motifs, 
will be excellent sport and evening shades. 

The shoe colors featured represent the basic volume 
shades and indicate the high-light theme for the industry 
to follow. They have been carefully chosen to blend, 
harmonize and contrast with the outstanding costume 
colors. This does not mean that lighter varieties of 
these basic shades will not be used. 

The importance of the “complete” or, tritely put, the 
ensemble, will demand light colors in shoes to harmonize 
with the costume. Black will, of course, be important 
but void of its old dominating influence over color. 

With the dominance of the sunbronzed vogue, white 
has come back to its own again but in a new guise. And 
so the all-white shoe promises to play a very important 
part as well as the white-plus-color variety and black 
and white will again be in partnership. Before closing 
let me bring to the foreground a few of the correlating 
themes for concentration. 

The “occasion” is influencing all phases of fashion. 
The skirt suits its length to the “occasion.”’ Color fits 
its mood to the “occasion.” Leather and fabric likewise 
must be in tune with the “occasion” and so goes the 
shoe. 
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We must expect an increasing interest in the brighte 
color shoes as a summer factor, owing to the greater 
interest of the American girl in the ensemble movement 
but again let me emphasize that the “occasion” must be 
the determining factor. 

The shoe and the hat, the shoe and the bag, and noy 
enters the shoe and the glove as the new ally. 
the shoe and the “little things” are points of fashion 
concentration which gives diversity and added interest to 


In short. 


the mode. 

And what of the hose? It still will masquerade as , 
suntanned film, a snare and delusion, but the suntan 
will become even a bit more sunbronzed for smartest 
contrast with dead and milk white. The mauve tint will 
be veiled, but evident in the new version of gray ani 
the beige family in neutral tones will again dominate 
Milky, cloudy pinks will add a new thought for evening 
hose in combination with the new, long pink glove which 
forms the newest note in evening fashion. An egeshell 
and creamy off-white hose gives evidence of stepping 
into the picture as a lighter contrasting theme with the 
dead white shoe and costume. 

With the lighter beige shoes the matching of the ho- 
siery will be smarter. No evening colors are listed in the 
shoe group because, like the chameleon the evening slip- 
per assumes the tint and hue of the evening “complet” or 
sharply contrasts in rarer occasions in some of the re- 


lated evening shades. 
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MARK=UP, MARK=“DOWRN 


[CONTINUED FROM PAGE 35] 


let it go at that. Then I went to the library and not a 
book there told just how to find out what r-ark up per- 
centage will take care of the mark downs. 

Teacher: It does seem ridiculous that the shoe indus- 
try has never figured a way to put the mark downs into 
the selling price—except by guess. Of course, in the 
old days there weren't mark downs, but 
nowadays guessing is too dangerous. 

Billy Brightboy: Say, I think I got the 
right answer. Can I put it on the board? It ain’t so 
hard if you just look at it the easy way—like this: He 
takes in $100,000. He pays out 30 per cent, $30,000, 
for expenses, and 5 per cent, $5,000, for profit. Sub- 
tracting this $35,000 from his receipts leaves $65,000 to 
pay for the shoes received. Now, he received $110,000 
worth of shoes at retail, as Tommy says, for which he 
would pay $65,000. Figuring this in the regular way, 
the required mark up is 40.91 per cent. Which means 
that 5.91 per cent will take care of the $10,000 mark 
downs. 

Teacher: Your explanation sounds reasonable, Billy, 
but offhand it’s hard to see any connection between 
$10,000 and 5.91 per cent. Has anyone else any other 
solution ? 


so many 


Teacher, 


I don’t see no sense to it. 
Then I’m sure it’s right. 

Tommy Thinker: I got an idea. Will you lemme put 
it on the board, too? I still think the way I did before, 
that his $10,000 markdowns should be figured as being 
9.09 per cent of his receipts. But listen, Davy, it’s like 
Billy says, after he’s paid $30,000 for expenses and 
$5,000 for profit, he still has $65,000 in the drawer to 
pay for the shoes. That’s 65 per cent of the $100,000 
he took in. Now, this here 9.09 per cent is retail, so 
he’s only got to add 65 per cent of that to his mark up 
to take care of the markdowns. Even you ought to be 
able to see that, Davy. And look! 65 per cent of 9.09 
per cent is just 5.91 per cent, same as Billy got. 

Danny Doubter: It still don’t look right to me. 


Davy Dumkopf : 
Billy Brightboy : 


I guess we'll have to prove it to Danny. If 
The thing that makes 
that his 


Teacher : 
it’s right, it’s provable, eh Danny ? 
this problem comparatively easy is the fact 
stock stays the same during the year. He evidently sells 
Anyway, Billy, 
you like to prove your solution on the board? 

Billy Brightboy: "At’s easy! His retail re- 
ceipts are $110,000, and let’s suppose his original markup 
to be 40.91 per cent. That gives him $45,001 to go on. 


the same amount as he receives. would 


Sure! 
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$30,000 goes for expenses, $5,000 goes in his jeans for 
profit, and $10,000 disappears in markdowns. Q. E. D. 

Tommy Thinker: Uncle Frank said he figured his 
durndest to find out what markup per cent was necessary 
to cover the markdowns in his ready-to-wear business 
and he couldn’t figure it. Then he called in an accoun- 
tant, who told him that the way a stock is ordinarily car- 
ried on a cost basis there is no way in the world of figur- 
ing what the original markup should be, for there’s no 
way of knowing how much the markdowns amount to. 

Danny Doubter: It don’t seem possible! 

Teacher: Nevertheless, it’s true. On the cost basis 
the store usually marks the original cost and the selling 
price on the sales ticket, with no actual running account 
of markdowns from the original selling price. They 
know the actual wet markup and nothing else. 

Artie Askum: But if they den’t know their mark- 
downs, how in the world can they know how much the 
original markup should exceed the net markup ? 

Teacher: Sorry, Artie, but they simply don’t know it; 
they guess at it. 

Tommy Thinker: Then the retail stock system is lots 
better than the cost system, isn’t it ? 

Teacher: At least the majority of successful stores 


have adopted it. 
Billy Brightboy: On the other hand, under the cost 
system a fellow knows every day and every week 


whether he’s made enough to cover expenses. On the 
retail system he can mark his goods way down for the 
tax collector and way up for his profit-and-loss st ite. 
ment. He can even fool himself any time he wants to, 
And besides, he has to watch his markdowns lik» 4 
hawk, ’cause if he doesn’t get ’em all down in his bvok, 
his accounts get all twisted. 

Artie Askum: This business worries me. 
the cost basis merchant mark his shoes? 

Teacher: I know one such store that has what ‘hey 
call a “required markup,” different for each departn cnt, 
If, at the end of the year, the department shows a sat- 
isfactory profit, it continues the same “required mar|.up” 
for another year. If not, then that department's ‘re- 
quired markup” is raised. 

Billy Brightboy: There’s no way of making it w ork. 
Under the cost system, the department manager k1ows 
the markup on this invoice, that invoice and the cher 
invoice. But he keeps no record of them as a whole. If 
you ask him whether or not his receipts for last week 
were priced at the “required markup,” the best he 
answer is: “I think so.” 

Teacher: You're right, Billy. 
covered that many of those who operate on a 
basis don’t know how to figure their markdowns ei‘he 
However, from now on all they have to do is folloy 


How oes 


But we have also 


rule we have worked out this morning. 
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Bitty Roeers—SHoE MERCHANT 


[CONTINUED FROM PAGE 39] 


jut your dirty face. I'll give you a check and then 
eet the hell out of here!” 

‘] will. Ill get to the bank and have it certified, if 
ally any little William’ll be right 

’ the salesman leered as he spoke. 
ily, thoroughly mad, wrot out a check and gave it 
salesman. There was, of course, money enough 
but Billy gulped nervously as he noticed how low 


good; if not, 


count was getting. 

man left the store without a word. 
glance pass between the man and Joe Rowe. 

ll,” snapped Billy, “what’s keeping you there? 
ose findings straightened out.” 

glowered but said nothing. 


Billy noticed 


‘ that moment the door opened and Joel P. Grant 


ime in. Billy was glad to see him; he remembered 
iet and effective help he received from the salesman 
they were struggling to get ready for the opening 
1 store. Was it really less than five months ago? 
Vell, Mr. Rogers, glad to see you,” he looked around 
tore appraisingly. “Still quite a good stock I see.” 
s,” Billy was still thinking of his recent unpleasant 


said 


Mr. 


“do you know these people ?” 


Grant,” he suddenly, 
and he thrust the receipted 


experience. “Tell me, 
bill into the salesman’s hand. 

Grant glanced at it and asked, “Why ?” 

Billy told him. 
“Too bad, Mr. Rogers. Practically every shoe house in 
the country is on the level, but there is an occasional fly- 
by-night concern which forgets all decency to sell shoes 
and get the cash. You’ve managed to pick one out some- 
how. How did it happen?” 

“T had a letter just before I opened, offering to pay 
my fare to New York to see their line if I gave them 
They gave some wonderfully low prices, so I 

But they never paid my fare. I forgot it 
I'll be darned if I 


’ Billy exploded. 


an order. 
went. 

and they 
ever give ’em another penny,’ 


never said anything... . 


“You won't, for they’ve gone up the spout, or rather 
they are trying to make a compromise with their credi- 
tors.” 

“Thank you, Mr. Grant. Now 
a little order, although I’m still heavily stocked.” 

To Billy’s Grant shook head. “Mr. 
I don’t want to sell you a thing unless I have 


I will try to give you 


surprise his 


Rogers, 
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what you need and you are in a position to buy enough 
to justify both of us. I would, however, like’ you to 
walk over to the hotel and see what I have, then later 
on I hope to get my line established permanently with 
you. We have a different policy from many concerns, 
Mr. Rogers; we urge you to buy small quantities of 
standard lasts and we guarantee to carry a stock of all 
sizes and widths, so as to give you return mail service.” 

“T’ll come ; glad to, for I know your house; seen it ad- 
vertised regularly in the Boor AND SHOE ReEcorpDER. Of 
course, if I buy from you, I expect I'll have to drop 
some other line.” 

Grant looked at Billy thoughtfully and then said: “Mr. 
Rogers, may I say something to you about buying? 
None of my business, but after forty years on the road 
I’ve seen a lot of young men start up and fail, and a 
few start up and make a big success. Of course, I may 
be wrong, but whenever they’ve gone to the wall I believe 
poor buying was partly responsible.” 

“TI know,” Billy smiled ; “I’ve heard the saying, ‘Shoes 
well bought are half sold.’ ”’ 

“True, but I’m not thinking of that so much, for most 
shoe manufacturers and wholesalers realize that it pays 
them to do their best for the retailer.” 

“Sit down and tell me what you mean then.” 

“Well, first of all, buy from houses that are financially 
responsible; that doesn’t mean buying from wealthy 


concerns, for a small concern may be absolutely fina 
cially responsible for the lesser volume of business~ 
see?” 

Billy nodded. It was one of Billy’s good points thg 
he would always listen to advice from those whose exj. 
rience warranted them in giving it. 

“Then, bunch your buying. Don’t buy from ever. 
body who offers to save you a nickel on a pair of shog 
If a house cuts a number to get your business, you ma 
be sure they expect to make it up somewhere else. The; 
again, Mr. Rogers, if you scatter your business, yo 
never build up a stable line of shoes that customers r. 
peat on. When a man or woman is satisfied with a shoe 
she likes to get others of the same make and the sam 
quality. Am I boring you?” 

“No, indeed, go on,” urged Billy. 

“If you scatter your business, the volume with any on: 
house is too small for it to go out of its way for you 
If, however, you choose a few houses after careful com- 
parison, and stick to them, they will have a real stake i 
your welfare—the volume of your business will be big 
enough for them to work hard to keep. And if you get 
in a financial jam, it’s always the little fellows who jumy 
on you. The big fellows, who have a real amount at 
stake, go cautiously; they want to keep you going; it 
means money to them.” 

“That’s a real thought, Mr. Grant,” Billy ejaculated. 
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lated, 


“Suppose, Mr. Rogers, I had two customers in a town ; 


one a good, consistent buyer, and the other only an occa- 
= sional buyer of specials; and suppose I had a real plum 
Sto offer, who do you think would get it? 


B isn’t it?” 


It’s obvious, 


“That’s true.” A customer coming in broke up fur- 


§ ther talk, so Billy shook hands, promising to go to the 
§ hotel that evening after the store closed. 
promised himself that he’d take June with him, for he 
S knew that Joel P. Grant of the Printip Shoe Co. was a 


He mentally 


man worth cultivating. 

Billy had to face another annoying problem before 
the day was over. Mallory Hupp and Elmer Reams had 
turned up as usual, as full of good spirits and exuber- 
ance as ever. Joe Rowe greeted them sourly. 

A rush of customers kept Billy busy for half an hour. 
When the last customer was served, Billy noticed Mal- 
lory Hupp busily engaged replacing stock, but Joe and 
Elmer Reams were missing. Billy sat at his desk and 
them he heard Joe’s voice. He was in the stock room be- 
hind the fixtures, and his voice carried through the little, 
double-swinging doors. 

“Yes, sir; I’m leaving this dump; it’s a hell of a burg 
to live in; and let me tell yer sumpin’, I don’t think this 
poor sap will be here long. Only today a salesman had 
to bawl him out good and plenty to get his mazuma. A 
pretty slick guy he was; promised me a big job if I'll go 
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to New York; say, I’ve had half a dozen better offers. 
Huh, couldn’t get worse, I guess. . . .” 

Billy stood up; what should he do? 

That was decided for him, for Joe came flying through 
the little swinging doors and landed in a heap on the 
floor. A moment after Elmer appeared. Without even 
noticing Billy he glared at Joe and said: “I’ve heard 
of knockers, but you’re the limit.” 

Joe stumbled to his feet. Then Billy interfered. “1 


heard what you said, Joe,” he remarked quietly. 
“Well, I didn’t mean it; was just sore, but listeners 


never hear no good . 


“That’s enough,” Billy interrupted. “What are you 
sore at?” , 

“Why shouldn’t I be? You put these two guys on 
and promise ’em permanent jobs when they quit school. 
This joint isn’t big enough for all of us. I knew you 
meant to ditch me when these birds were ready. What'd 
yer expect? Do you think it was on the level with me? 
I gave up a good job to come here, and then you plan 
to give me the dirty kick-out.” 

“You are wrong, Joe; I figured I’d need all three 
of you by then, and shall, the way the business is grow- 
ing. But after what you’ve said and done I don’t know 
what to say.” 

“Of course you don’t.” Joe lost his temper and there- 
fore his opportunity to adjust his troubles. “You don’t 








want me to go till these two poor mutg knew a shoe 
from a school cheer. But I’ll save yer any trouble; I’ll 
quit now, see; give me my money and I’m through. I’ve 
a damn sight better job for the asking in New 
wee...” 

“All right; go and be damned to you. 
week’s money, so you can’t truthfully say I owe you 
anything.” 

It all happened so suddenly that the quiet that set- 
tled on the store seemed oppressive. Mallory and Elmer 
glanced at each other uncomfortably. Billy broke the 
silence. “And that’s that.” 

“The dirty skunk,” Elmer flared up. “But while we 
two are not much good, we'll try to do all we can, won’t 
we, Mallory?” 

“You bet,” said Mallory. 

“That’s fine, fellows, and I appreciate it,” but Billy 
was worrying what he would do during the day until 
these two green but willing boys turned up. “Captain 
Jacks, he’ll just have to help me out,” 

But when he called on Jacks that night Billy found it 
was useless. The Captain was planning to enter local 
politics, partly, Billy shrewdly guessed, because Morland 
would be his opponent ! 

It was while in this perplexity that the secretary of 
the Chamber of Commerce telephoned him. “Rogers, 
I’ve had a request for help to get a job for a chap named 
Lyman Acks; he used to live in Fretton; went to New 


Here’s a full 


York some years ago to work for a chain store con. 
cern; has been fired because he says they won’t have ; 
people over fifty. He’s a spry chap, and if you could & 
use him. . .” 

“Send him over right away,” Billy interrupted ; ‘hep 
to himself he muttered, “Manna from heaven.” 

Lyman Acks proved to be a quiet, slow, methocica| 
man about fifty. He had the look of a man who had 
recently had some hard knocks by the world. Yet Jiilly 
found out very quickly that the man knew shoes. He 
was about to say: “Start at once,” when he recallec' his 
talk with Parker on hiring people, so he said: “Se 
in the morning about half past eight.” 

“Yes, sir, and I'll be most appreciative of a job. 

“And he never mentioned salary,” Billy mused. 
chap is sure up against it. But I'll check him up firs 

To Billy’s pleasure he found that the Acks wer 
old family in Fretton. They all had the reputatio 
being quiet, simple, unaggressive folks. Billy riskeci the 
expense of a long distance call to New York and veri- 
fied the fact that the man’s work had been satisfactory. 
“A thoroughly honest old chap; knows shoes, but very 
slow ; we had to let him go and put on a younger fellow.” 

The result was that next morning Lyman Acks began 
working for Billy for twenty-two fifty a week. Joe 
Rowe came in the store soon after nine and was startled 
to see the new comer. 

“Well, Joe, what do you want?” 
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Joe stood uneasily for a minute, then blurted out: 
“I'm off to New York, Mr. Rogers, but I wanted to say 
I guess I slid on the ice yesterday and I wanted to leave 
without any bad feeling.” 

“Glad you came in, Joe; that was a manly thing to do 
I wish you good luck, and if I can help you, I'll do so.” 

“\ppreciate it, and honest, boss, I’d never have got a 
grouch on if I hadn’t thought I was slated for the cold 
and vreasy out.” 

The two young men shook hands and Billy concluded 
the history of Joe Rowe was ended, so far as he was 
conc-rned. He could not help but feel that he had, 
himself, mismanaged things, to have had so many 
chan:ves in his help. 

That night June gave him another severe shock to his 
self-.atisfaction. 

“Lilly, boy, you'll have to get in the money on these 
accounts. At the rate the money’s coming in you won't 
be able to meet all your accounts when due—and take 
the discount, of course.” 

“Oh, that can’t be; don’t forget I got extra dating on 
a whole lot of stock.” 

“Yes, honey, but the time’s arrived . . . 

“The walrus said . . .” the irrepressible Billy began, 
but June stopped him sharply. 

“Do be serious, Billy, boy; I’ve worried myself sick 
about these accounts . . . and I don’t seem to make you 
see it’s serious,” June was on the verge of tears. 


” 
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Billy, instantly repentant, was at once solicitious and 
serious. “Forgive me, June darling, let’s go into it right 
now.” 

The result was that Billy went home that night wor- 
ried seriously. He never realized that sixty and ninety 
day datings could fly by so quickly. And he’d heen so 
busy and had had so much trouble that he'd never really 
tackled the problem of reducing his overstock of shoes. 
And he had a sick feeling over a lot of his charge cus- 
tomers. 
credit. 

June had shocked him into a cold realization of his 
position. Here he was leaded with shoes, and accounts 
payable, but unless something happened right away his 
credit would be hurt, because he’d have to take extra 
time and lose his discount. 

“And, Billy, you were going to run a different store. 
You were going after the children’s trade. So far you've 
merely followed the crowd.” 

“Don’t rub it in, June. 
I'm going to do more hard thinking and less jumping at 
I think I'll put on a big sale next Saturday. 
If I work hard I can get up a special folder to have dis- 


He’d certainly been too easy about giving 


I’m wise. And from now on 


decisions. 


tributed. I'll cut my bum buys to cost and turn ‘em into 
quick cash. I'll sell ’em for cash only during the sale. 

. And I'll go and see Jethro Blunt tomorrow. He’s 
a good scout. I’m sure he’ll let me have a line of credit 
at his bank.” The two parted affectionately. 


G135 Brownbilt Ideal 
Arch black Calf Dixie 
Oxford, black Longtail 
Lizard trim, 1° inch rub- 
ber top heel. Welt, over 
Mifty B/C combination 
last. AA 4-8, A 3'2-8, 
B 3-8, C 2!,-8. $3.35. 


Git36 The same in Prado 
Brown Calf, Beachwood Calf 
pe Be B 


wees 8 Se Cee 


wwe WHOS 
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Browsxeur FOOTLITES 


Beginning: 
FRIDAY EVENING, NOVEMBER 15 
8 o’clock Eastern, 7 o’clock Central, 9 o’clock Mountain 
and 8 o’clock Pacific time 
and every Friday following 
over the entire 


COLUMBIA NETWORK 


comprising 37 Stations 





WJAS 
wapc | 
WKRC | 
wowo | 
KMOX | 
KOIL | 
WHK 
Los Angeles 
Portland 


New York Pittsburgh 
Philadelphia vC. Akron 
Chicago Cincinnati 
Boston Fort Wayne 
Providence St. Louis 
Syracuse Council Bluffs 
Buffalo Cleveland 
WDSU 
WAIU 
KLZ 


New Orleans 
Columbus 
Denver 


Every BROWNDbilt retailer will soon 


receive a complete plan outlining how 
he can make “BROWNDbilt FOOT- 
LITES” his very own in his Community 
—how he can make “BROWNDbil 
FOOTLITES” create sales and profits. 


Along with her sisters, the 

Arch Specialty customer de- 
mands smart style. But let us 
repeat, she expects quality. 
Dissapoint her in this respect, 
and she is lost to you forever. 
On the other hand, please her 
in that respect, and she not only 
becomes your permanent cus- 
tomer, but is a never-ending 


source of new customers for you. 


That Browne: Ideal Arch Shoes 


Salt Lake City 


Chattanooga 
Birmingham 
Little Rock 
Oklahoma City 
Dallas 
Wichita 
Minneapolis 

KFRC 

KVI 
KFPY 


Oil City wbDoD 


Washington 
Indianapolis 

Roanoke 

Norfolk 

Asheville 

Nashville 

San Francisco 
Seattle 
Spokane 


KHJ 
KOIN 
KDYL. 


If you are not a retailer of BROWNbilt 
shoes, we suggest you write us for full 
particulars of this broadcast and the 
practical retailing helps Brown Shoe 
Company is prepared to give you. 


are styled to a degree un- 
common in Arch Specialty 
shoes retailing at $5.00 and 
$6.00 is apparent. (Refer to 

the previous pages or ask to 
see the line.) Their real distin- 
guishing feature, however, is 
their outstanding quality, com- 
bined with highly scientific con- 
struction which makes them easy 
fitters, and actually provides the re- 


lief this type shoe is intended to give. 


Wwe Wnoe G QWNYSIOVY, 


VANULFACTURERS 


ST. L@UES 
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1929 





A rugged young 
oxford. Windsor 


> 


Satisfied Customers are the people who have 
bought good merchandise from you. They are 
never the people who have bought merchandise 


that just looks good. 


It is the most human thing in the world for cus- 
tomers to “stay with” the store that gives them 


deserved value. 


Alden Shoes make satisfied, loyal customers. 


C.H. ALDEN COMPANY 


Designers and Makers of Men’s Fine Shoes 





Factory and Executive Offices, ABINCTON, MASS. 
Boston Office, 10 High Street 
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The 


RCH 
CONFORMER appeals 


18 or 40, the woman has not yet been born who, 
once she has had a demonstration, is not your prospect for the new 
Arch Conformer. 


This revolutionary shoe with its patented “Shock 
Absorber” cushion heel seat and extra-elevated arch is making history 
because it gives women day long foot comfort without sacrificing one 


whit of the style that modern women insist upon. 


The new Arch Conformer is speeding the turnover 
of hundreds of shoe merchants. At $10 and $8.50 Arch Conformer cuts 


straight for the heart of the volume market. 


A salesman will be in your territory presently with 
the beautiful new Arch Conformer styles for Spring 1930. A card or 
wire to the factory will insure you an early preview of the smart 
creations in the new line. 

Ride Along 
with this Winner! After you have personally examined the exclusive fez- 
tures of the Arch Conformer, and after you have noted the beauty of 
the styling, we think you will agree with hundreds of retailers thruout 
the country who are finding it unmatched as a profit-making proposition, 


in the whole field of women’s footwear today. 


Dorothy Dodd Shoe Company, Boston, Mass. 


In Stock Centers—Boston, Atlanta 


Chicago Sales Office: 209 South State Street 
New York Sales Office: 908-910-912 Marbridge Bldg. 
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on both sides of 30! 





Arch Conformer 


for dress wear 


Super-Flex (Cement) Process $10.00 
Littleway Process . . . 8.50 


Arch Conformer 


for general wear 


Flexible Shank Welts . . $10.00 
Firm Shank Welts . . . 8.50 
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Made of 
RUBY KID 
|} A popular model 


on the 


“Combination i tandardize on 
Edwin Clapp : E vans Bram 


' ies 
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HELPING 


| EDWIN CLAPP 
: & SON : INC. 


UPHOLD 


THEIR GREAT REPUTATION 


CONTINUE 


THE LOYALTY OF 
THEIR CUSTOMERS 










AND 


>» on 


ra f 


PR 


A reputation such as CLAPP Shoes have established must be most carefully safeguarded. 


It goes without saying, therefore, that such a major factor as the leathers used in CLAPP Shoes 
must continue to meet and uphold CLAPP standards. 


Therefore the fact that EDWIN CLAPP & SON standardize on RUBY KID in all their black kid 


shoes, and have continued to do so for many years past is as significant as it is gratifying to us. 


JOHN R. EVANS & CO. 
Camden, N. J. 


PHILADELPHIA BOSTON ST. LOUIS CINCINNATI ROCHESTER MILWAUKEE 


Ss eee To Ce ST 





Pais EL 2 SEE 
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Clean Merchandise 


Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 


This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a grooved driving pulley on the shaft carrying the brushes. 


Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 
Machine — Model A, is now standard equipment in all up-to-date | 







retail shoe stores. 


Rate BENG 0000200008060 108 Court 
DOGMOSR, DEAT, 000 cccccceaees 93 Centre 
Chicago, Iill....... 22... 18 South Market 
Cincinnati, Ohio ........... 07G 
Haverhill, Mass............... 145 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





Johnson City, N.Y............ 276 Main 
th i csbébcaneceesil 06 Broad 
I arlboro, SERS: 11 Florence 
Milwaukee, Wis............. 258 Fourth 
New Orleans, La.......... 216 Chartres 


=> 
i; 
[L 

















Th 


Machine is usually equipped 
with Climax Brush No. 4612 
of cloth, and No. 197 
of yarn 





>. | eae 37 Warren 
Philadelphia, Pa........ 221 North 13th 
DL Is Beescccccessssess 130 Mill 
OE Se 1423 Olive 
San Francisco, Cal.......... 859 Mission 


; 











nl 
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AULT-WILLIAMSON % 





AULT-WILLIAMSON 


ATTY T_w7trtt TARASOYRI 


-»>eaecdc® oo*® eaers@eae fF TA Bo Ee eet 








*® 


#* AULT-WILLIAMSON AULT-WILLIAMSON ws AULT-WILLIAMSON 





ve Constant Comfort 
Shoes 


Give You Certain Profits 
Without Need of Mark-downs 


AULT-WILLIAMSON 
NOSAVITHUA-LTINV 


No. 686—$2. 45. 

Black Ruby Kid One Strap Sandal, leather 
ined, 9/8 heel. In stock Auburn—B, C, D, 
E. In stock St. Louis—B, C, D, E. 


“Sigmar ‘tvle. el lining. In. stock Auburn — Just because you know you're sure to get your 
D, E, In stock St. Louis—B. C, 


v Fee 1.95. full mark-up profit on every pair of Constant 

Similar style as 386, lower grade. In stock ° “ - 

Auburn—C, D, E, EE. In stock St. Louis Comfort Shoes, don’t neglect this important 
source of steady-profit business. Display them! 


Use Constant Comforts to win extra-pair sales. 


In addition to the repeat-sales and the good-will 
values you begin to accumulate for your store 
when you push the sale of Constant Comfort 
Shoes, there’s always the extra-profit your money 
earns on turn-over. With Constant Comfort 


AULT-WILLIAMSON 
NOSWVITIIA-LTINV 


Shoes this is real profit which is never diminished 
179—$3.25. 
Black Ruby Kid One Strap Come e.. by mark-downs. 


In stock Auburn—A, 


—$3.35. 
rhe same style Pg Patent Leather In stock 
Auburn—A, » D, E 
No. 17 





25. ‘ . 

‘ame’ giyle as 179 on broader toe last. In Constant Comforts are arch-supporting turns, 

tock St. Louis—A, B, D. 

“sumer as Tid in Patent Leather. In-stock St made of high quality materials (Ruby kid, super- 
louls—A, B, Dd. 


fine 9-iron soles, ete.) in stabilized styles by the 
world’s largest manufacturing specialists in turn 





shoes. 


Send for latest style-folder 


AULT-WILLIAMSON 


No. 162—$3.35. 

Black Ruby Kid Three Eyelet Blucher Tie, 
13/8 heel. In stock Auburn—A, B, C, D. 
No. 162-1—$3.35. 

Same style in s o- Leather. In stock Au- 
burn—A, B, C, 


No. 184—$3.35. ascus wat ore 
Same pattern as 162 except broader toe last. 
B, C, D, E. 


In stock St. Louis—A, 


WILLIAMSON 
SHOE COMPANY 


k St. Louis— 
TURN SHOE SPECIALISTS 
No. 161—$3. Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


35. 
I k - 
Rack Buby Kid Five Eyelet Tie, are ae. BOSTON, MASS. AUBURN, ME. ST. LOUIS, MO. 


Louls—AA, A, B, C, D, E. (Sales Office) (Factory and In-stock Dept.) (In-stock Dept.) 


AULT-WILLIAMSON ws AULT-WILLIAMSON ca AULT-WILLIAMSON 


NOSWVITHACLTINV 


NOSWNVITTIIA-LTINV 














* AULT-WILLIAMSON 


* 
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MYSTERY 
ATER SNAKE 


ANOTHER EXCLUSIVE, 
DESIGN CREATED BYP 


ESSEX 


The style wise agree that WATER- 
SNAKE will be the favorite Spring 


and Summer reptilian design. 








- 


So for you who insist on “some- 


thing different” we have origi- 


nated MYSTERY WATER- 


SNAKE. 

' 

iT What is it? You can easily find On 
— ° e Fr 
' Once you have seen its pronounced ad- out by writing us—but = x 
if vantages, you will never be content with other way, for it’s our own exclu- : Tig 
5 anything less perfect in results than ° ducti a 
t sive proauction. p 
 @ -OUR pI] G FOUR , ; 
Gy al: 
PROCESS : 


P. S.—It pays to be a member of the ESSEX 
Family of Customers, and have first call on the 
latest developments in Reptilian Reproduction. 


The last word in lifelike reptilian coloring 
and high brilliance. 


Produces four color tones where ordinarily 


processed reptilian leathers show but two. NEARER EE gti 


ONLY TO BE HAD IN ESSEX LEATHERS ESSEX TANNING Co., INC. 
PEABODY, MASS. | 
ERS SR eee 


CREATIVE - CRAFTSMEN - IN - CHROME - CALFSKIN 





Exclusive proprietors for U. S. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of origin: 
grain and colors. 
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ATURAL BRIDGE 
ARCH SHOES 
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ARE YOU 
7 “MARRIED” TO YOUR 
| a PRESENT LINE? 


Don’t you want to become engaged to the most engaging proposition a 
Shoe Dealer ever had? 


‘ pe ae and asso- Don’t you want to handle a line which is constantly bringing thousands 
: Friday ponon J et and thousands of inquiries from women from all over the United States 
| Eastern Standard Time, —thanks to our big hook-up with the Radio and the Saturday Evening 
Natural Bridge Shoe- Post ? 
makers bring to mil- 
2 aelightfaine Estenere Don’t you want a shoe that will fill your old cash box like she’s never 
program “Famous been filled before? 
Loves.”” Natural Bridge . ¢ ¢ 
Shoe advertisements are Don’t you want the cooperation of one of the largest shoe manufacturers 
also appearing regular- in America—in reducing the cost of “stock upkeep” to a minimum? 






ly in the Saturday Eve- 


















ning Post. 
hy THEN WIRE FOR DETAILS TODAY 
THE SATUR; ey 4 Natural Bridge Arch Shoes for the feminine foot are— 
| EVENING POST /' “Good to the eye— 
| os cS ae | “Good to the foot— 
ae a 


; “Good to the pocketbook,—” 
and best of all—“GOOD to the DEALER!” 






De Se Se eee Si Se ee ee eee 


NATURAL BRIDGE SHOEMAKERS 


Division of CRADDOCK-TERRY COMPANY 
LYNCHBURG VIRGINIA 











NATURE’S WAY 
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Net Gst M4 mn 


Y a dividend of 30% (paid for the last eight 

years), the CENTRAL Manufacturers 
Mutual Insurance Company has substantially 
reduced insurance cost for its policy-holders. 


At the same time, CENTRAL has always given 
absolutely 100% protection, its policies provid- 
ing the most complete and satisfactory coverage 
insurance experience can devise. 


CENTRAL policies stand every test. The Com- 
pany is absolutely sound, with assets on July 1, 
1929 of $4,023,993.00 and a surplus of $2,036,- 
749.00. It has a reputation for fair adjustments 
and prompt settlements. With 100% quality, 
CENTRAL offers the substantial saving repre- 
sented by its dividend. That’s why CENTRAL 
policies are recommended for your home or 
business properties. 


Write us for information as to the 
protection and the saving offered to 
you by Centra! Policies. 


A Fnendty 


"CENTRAL “= 


Manufacturers Mutual Insurance 
of Van Wert. Ohio. 















FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 





“Forward, March!’’ 


Get into step—eyes front—and don’! 
fall out of lime! 


You don’t buy pegged boots—se why con- 
tinue with any obsolete-process CHII- 
DREN’S SHOES when you can buy 


( 
@mMP() 


SOLES 


The Sensational Success in Shoedom! 


IN A NUTSHELL: Tackless, Smooth Soles; No 
Wrinkled Linings; No Stitches, Channels or Re- 
lasting; Elam-Compo Cemented Soles that ALI. 
THE KING’S HORSES CAN’T PULL OFF; Filex- 
ible, Beautiful and Better Shoes at NO AD- 
VANCE in price. 


SAMPLES ON REQUEST! 


The Old Way— 
Invented 1698 


Never could get ri 
of seams, lumps, wax 
and. stitches in an 
of the old process« 





The New Way— 
Perfected 1929 


Not a thing in the 
way of metal, wax, 
thread or lumps to 
hurt tender, growing 
feet. 





Write F, S. ELAM SHOE CO., Mfrs 
Rochester, N. Y. 


SAMPLES ON DISPLAY AT 
522 Statler Bldg. Boston, Ma::. 
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This Baby gets the “blue ribbon!” 
/ 


HROUGH the long ordeal of weighing, measur- 

ing, photographing and judging . . . this baby 
“comes up smiling” ... and the judges are unanimous 
in giving him the blue ribbon. 

“Skoots”, the blue ribbon 
“baby”, is the Converse line 
of canvas foot wear for 1930 
—a line of shoes that were de- 
signed, discussed, dissected 
and re-designed until Skoots 
is the challenge quality and 
value line of canvas footwear 
in the field. 

There’s the same sort of winning quality in all 
Converse rubber footwear . . . the built-in extra quality 
in every boot, arctic, rubber or canvas shoe in the 
“Big C” Line. 


Your customers are the judges of your show . . . and 


Converse 


BIG ‘( “LINE 


RUBBER FOOTWEAR 


CONVERSE RUBBER CO., Dept. BS 10, Malden, Mass. 


3932 So. Lincoln St. 101 Duane St. 646 Stimson Blvd. 
Chicago ew Yo Minneapolis 
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they are sure to award the blue ribbon of their con- 
fidence to the merchant who can show them this 
extra quality. 

Just a few minutes with the Converse 
salesman will be enough to show you this 
extra quality .. . for you can see and feel 
the difference for yourself... and so can 
your customers. 

Extra quality has meant extra footwear 
profits for a Jong time now . . . you can start 
any time by asking for the SKOOTS 
catalog broadside. It’s free. 


LUCKY BOY— 


Anew and popular 
“Skoots” number 
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FOR EXAMPLE... 
O'CONNOR & GOLDBERG 


—One of America’s Leading 
Retailers Advertises Compo! 


in the Sept. 18th issue of Chicago Daily 
News, O'Connor & Goldberg inaugu- 
rated a series of Compo advertisements 
—indicative of the great importance 
and recognition they are giving Compo. 
And many other important stores are. 
concentrating on Compo advertisements 
and window displays for increased sales. 


THE OLD WAY 











cA few of the Retailers 
featuring 


COMPO SHOES 











THE COMPO WAY K. W. Watters & Son or Buffalo 
Sterling Shoes Corp. of Buffalo 
O'Connor & Goldberg of Chicago 
Chisholm Shoe Co. of Cleveland 
Potter Shoe Co. . . . of Cincinnati 





Shoes of any construction may be resoled (like new) 
this modern way. No “half soled” appearance— 
no tightened feel—no stiffness — exceptional flexi- 
bility. More than 2000 of the best shoe repair shops 
mow use The Penn Standard Sole Cementing Arlace Shoe Stores ... of Boston 
Process. If interested, please write Star Shoe Co... . of Los Angeles 


PENN LEATHER COMPANY Geuting’s . . . of Philadelphia 
322-6 N. Third Street Philadelphia \ 
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Cordo-Hyde Laces “have everything.” 





For the manufacturers—they step-up the quality of any 


line—no matter how fine it may be. 


For the merchant—an easy sale because he can of 
his customers the best lace money can buy and every 


lace sale will net him a good profit. 


Many manufacturers will, if requested, put Cordo-Hy:le 





Laces in your shoes without extra cost to you. 








O. A. MILLER TREEING MACHINE COMPANY 


Brockton, Mass. 


ee 
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Lace Division 





STYLISTS, 
MERCHANTS 
AND 
BUYERS— 
ACCLAIM 
KEPNER 
LEATHERS 


C. D. KEPNER 
LEATHER CO. 


The friendly house of. Boston 


139 South Street 
Boston, Mass. 


Branches in New York 
and St. Louis 


The decided interest shown by throngs of visitors at our dis- 
play of KEPNER Leathers at the Joint Styles Conference is 
one of the most significant endorsements we have ever ex- 


perienced. 


We are much elated at the confidence reposed in KEPNER 
ELK as a dependable developer of “repeat business.” 


We promise its users that KEPNER QUALITY will be con- 


tinued. 
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IMPORTANT ! 


HOLFAST 


The BEST Buckle Holder 


ee — 
IN ~ PRICE 
ALWAYS A FINE VALUE AT FORMER PRICES, “HOLFAST” IS NOW 


</ . 
UNQUESTIONABLY THE BIGGEST “BUY” IN FINE BUCKLE HOLDERS. 
ASK YOUR LOCAL JOBBER FOR NEW PRICES! 


DEAUVILLE IMPORT CORP. 


38 West 32nd Street New York 
WRITE FOR SAMPLES AND NEW PRICES....NOW! 






































Shoe Carton Tickeis 








One hundred 


ii Wh 50c for 100 
oe oie ~~ 
= on $1.50 for 500 : | aie 


[RECORDED $2.50 for 1000 : a sample rooms 
=: . TUTE Ti: . 


Seeseess Clips supplied | 
when quantity | Royal Hospitality 
ordered is for ‘\ in the Queen City 





500 or more We have 1000 rooms and 


baths . . . our rates are three 
dollars a day-and up.. . but 
; it is the friendly spirit of 
Postage prepaid hospitality that will delight 
you most at Cincinnati's 


Check with order, largest and finest hotel. 


SEBBBeae | please HOTEL GIBSON 


CINCINNATI 
C. C. SCHIFFELER, General Mannager 


























(Actual size) 


_ MERCHANTS’ SERVICE DEPT. 
189 W. Madison St. Chicago, Il. 
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For the Holidays 


A sure-fire number for men Sitnmers for Women 
A new idea in slippers. Stay-at- PP 


homes and men who travel extensively Slippers for Men 


are ? a over the Best-Ever 

Travel Set. Slippers made of kid ° ° 

vamp, heel seat and sole to match. Slippers for Children 
— felt lining. Tufted sock 

lining. In Black, Brown, Red, Blue. ‘ ° 

Travel bag has the nationally known A Selected Line of Fast Moving Popular 


“Talon” fastener. Slippers and bag ° . ° 
sep Wo iadiaash nd Gl camara Numbers with a Wide Price Range 


or as a combination. A perfect holi- , , 
day item at a popular price. EST-EVER slippers have a record for rapid turn-over 


that commends them to every shrewd merchant. 
The experience of several thousand Best-Ever dealers 
proves that the January inventory lists have mighty few 
Best-Evers—they moved out in November and December. 


Send today for the new Best-Ever catalog. Contains only 
popular style numbers that make ideal holiday stock. 


BEST-EVER SLIPPER CO., Ine. 


Main Factory and General Offices: 

75 Front St., Brooklyn, New York 
Turn-Sole Factory . . 9% West 20th Street, New York, N. Y. 
New York Display Room . - Reom 643, Marbridge Building 
Chicago Sales Office . . . «. «» 207 South State Street 
Export Department. - 100 Gold Street, New York, N. Y. 


Best-Ever Slipper Co., Inc., 75 Front St., Brooklyn, N. Y. 


You may send me a copy of the new Best-Ever Catalog 





Store Name 


Address 





Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Oct. 19, 





rn may influence the style 
— but New York is where the 
style must “make good”— before 
America adopts it. 


Along Fifth Avenue—the 
. American style-heart—every 
smart shoe window displays rep- 
tile leather models prominently. 
Saks-Fifth Ave.— Delman— 
every leading shoe name spon- 
sors these most captivating of 
leathers. 


And as Fifth Avenue proposes 
so the country follows. From 


the Chetry thinks 
as N Ew York thinks? 


coast to coast—knowing shoe 
men select Alpina Reptile Leath- 
ers for their intimately loveiy 
qualities. Alpinagenuine Reptile 
Leathers retain every quality of 
the living skin—every glint and 
gleam of tone—every gradation 
of pattern. They are soft and 
pliable — easily worked. Yet 
they will wear far beyond the 
leathers of yesterday. 


Ask for samples of the new 
season’s shades in Alpina genu- 
ine Reptile Leathers. Address 


F. HECHT & COMPANY, Inc. 


(World’s largest distributor of novelty leathers and Alpina genuine reptile skins) 


44-50 East 32nd Street 


INA genuine 


New York 


Bag and Shoe in 
Antelopia and 
ALPINA Genua- 
ine Calcutta 
Lizard by Van 
Palter, In 


REPTILE 


LEATHE!:S 
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Does It Pay Io Carry 
Staples? 


Style B-1954-X black glazed kid cut-out oxford, 
three width combination last, 14/8 Cuban heel, 


with fiber top. 
Price $5.25 


In stock widths AAAA to EEE, sizes 214 to 11. 


It evidently pays one of our Eastern dealers who 
is promoting his business along “foot service” 


lines. 


He carries the prettier styles of course, but in 
addition, has a liberal assortment of staples, in- 
cluding our style 1954-X. This cut-out oxford 
is built on our 353 three width combination last, 
with an exceptionally wide tread that makes it 
a very satisfactory shoe over bunions, and an ex- 


treme heel measurement that fits the narrowest 


heels. 


This dealer reports sales of 145 pairs of 1954-X 
in a six months’ period. His average stock is 
60 pairs. The shoe costs $5.25, and he retails 
it at $10.00, giving him a gross profit of nearly 
$700.00 on an investment of $315.00. 


In addition to making a substantial gross profit, 
he has made a number of satisfied customers, 
who will become repeat customers because of 
their inability to secure a similar fitting in any 


other shoe or make. 


—_— 


37 Canal St. 


Rochester, N. Y. 


Chicago Office, 506 Security Bldg., 189 W. Madison St. 


SRA er SN SD TRA EN PIES WS ANE ab mmm 
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WooLskix Quatity Ss LIPPERS:? 


SLIPPERS OF MERIT 








WE SPECIALIZE IN “WOOLSKIN and SHEEPSKIN QUALITY SLIPPERS” 


All Styles for Men, Women and Children. Our Complete 


IN STOCK Catalogue! 
Investigate these wonderful styles for Winter Comfort, Hunters, Sportsmen Write for it 


and Carriage Bootees. PROVEN SELLERS WITH PROFIT. 

















No. — Women’s Sheepskin , 
No. 17!1—Men’s Shearling Bootee, Flexible Out- . A Proven Fall, Winter = No. 2163—Women’s Quality Kid, Woolskin Bootee, 
sole; Rubber Heel; No. 271 Women’s style. Volume Seller. Also, Men’s and Children’s. 


The Steadily Increased Demand for Kozy Komforts, attests their True Quality and with Prices 
that will pave the way for GREATER SLIPPER SALES & PROFITS FOR YOUR STORE. Your 
Inquiry will be received with pleasure. 


\ ® Milwaukee, Wis. 


IMPORTED 
ENGLISH BOOTS 


IN STOCK 


Direct to Your sare: 3 ry Boots made by England’s 
C FA Finest Bootmakers. 











The largest stock and variety 
of imported Riding, Field, 
Aviation and Jodhpur boots 
in the United States for IM- 
MEDIATE SHIPMENTS. 





Priced 


MEN’S WOMEN’S : 
Our entire line of ornaments is very moder- from from 


ately priced and many attractive items are $11.50 $10.50 
obtainable at prices as low as 3 and 4c per pair. 
Buckle illustrated is beautifully finished and Write for 
inlaid with colors as desired. descriptive 


catalogue 
BRIER MFG. CO. 
COLT-CROMWELL CO., Inc. 


PROVIDENCE, R. I. Established 1899 
1239 Broadway New York, N. Y. 
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THE Oval eyelet is ideally suited for the 
sturdy appearing Scotch-grain winter- 
weight oxford . . . Diamond Brand 
Visible Fast Color Eyelets are used 
by manufacturers because of their 
appearance, convenience, and 
durability. They denote extra 
value and give the shoe an 
added touch of smartness 








fae 
PROTECTION 





Celastic Box Toes possess a sturdiness 


that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 


United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 








rs 








NEXT SEASON 
WILL BE A- 


IMPORTED BRAIDED 
McKAY SANDALS 
TO BE RETAILED AT 


$4e 
THE BIGGEST 


MARK-UP YOU 
EVER HAD. 





WITH HANDBAG 
TO MATCH 


, 20 
a RETAIL 








SUNNYGIRU 


REG. U.S. PAT. OFF. 


SEASON 





= \O aa ie 
aac en er ee 


BUY DIRECT FROM FACTORY 
NO IMPORTER INVOLVED 


SPECIFY YOUR OWN COMBINATIONS 


wiptHs AA-D 


BLOCK, HIGH, SPIKE, 
BABY LOUIS HEELS 


WE PROTECT YOU AGAINST TARIFF IF YOU 
ORDER IMMEDIATELY 


WALTHER LOEWENDAHL 
SHOE (an 


1Ot WEST 31 STREET NEW YORKE,.S. Y. 
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BUY 


AN ASSURED SUCCESS! 


IN STOCK—IMMEDIATE DELIVERY 
2% to &—Widths: A-B-C 


$3.25 


Sizes: 


In Patent, 
Satin and 
Kaffor Kid 


astack 
and Brown 
suede 


159 DUANE STREET NEW YORK 





CHARMING AND COMFORTABLE 


EASY WALKING OXFORD 


GOODYEAR WELT 
A TO D WIDTH 


O716 Brown Calf Brown Snake 
Trim 


Q717 Black Calf Black Snake 
Trim 





IN STOCK AT $3.65 


CONCORD SHOE CO., Inc. 
116 DUANE STREET, N. Y. 





IMPORTED ENGLISH MADE 
LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 
Carried in stock in the following 

colors: 

Light Gray, Medium Gray, 
Light Fawn, Medium Fawn. 
SIZES 6 TO 12 
$2.25 PER PAIR 


IMMEDIATE DELIVERY 


Also domestic Spats in stock 
from $1.00 per pair up. 


BLOG SHOE COMPANY, Inc. 


147 DUANE STREET 


+ 


in THE NEW 


“GET OFF TH 


¢. J F you wish to succeed, get off the beaten path, a 
| \doli Heilbrunn, President of the Golo Sj 
creators of Sandals, the , 

sandals that attained such ap 

popularity. ft 
strict ad rence 
this poli that \ 
Heilbrunn attri 
the = success 
Deauville. 


@ But ij h pers 
ence and origin 
are needed t 

away from: the smo 


Deauville 
have 


Company, 


woven leather 


path that is so ¢ 


to follo It 
Mr. Heilbrunn yg 
to develop the ide 
woven leather 
which has proved sy 
a startling innovyat 
in the trade. 


@ He has been int 
Adolf Heilbrunn shoe business all | 
life. And _ because 
that his attention was attracted before the war to an 
type of shoe made by 
molded soles with metal 


evelets along the upper e 





“Queen of all operas” 
Conceded to be the best fitting 
and best selling pump in popular 
oalw footwear ! 
lways CARRIED IN STOCK @ : 
in every desired leather and ma- ae atl 
terial! PRICES ON REQUEST Wi 


“If it’s good enough to copy, It’s gved enough to buy!” 


_Duane_Shoe ©mpany, 


143 DUANE STREET 





PRESENTING THE NEW STRIPED 
OXFORD IN A HIGH GRADE TURN 


IN STOCK AA-C 
1711—Black Suede Oxford, Patent Tip 
Saddle and Foxing with Patent Striping 
on Vamp and Quarter. 19/8 Spanish 
Hae essoubeesrecccatsceed $5.25 


1712—Brown Suede Oxford, Brown 
Kid Tip, Saddle and Foxing with 
Brown Kid Striping on Vamp and 
Quarter. 19/8 Spanish Heel. .#5.25 


K S@SHOE (() 
Meese 





4321-—-bslack Suede, Gur 

29 Trim—Same_ in_ Brown 
! Pat. Leather, Gun Metal Trim Ox- Kid Trim—Pat. Leather ¥ 
ford. Same in Black and Brown Suede. Trim—Also Brown Kidd 
Above numbers in High Baby, Cuban Trim and Gun Metal wi' 
rears. Trim—High, Baby, Cul 
Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE CO 


145 DUANE STREET 
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YORK MARKET 


BEATEN PATH” 


hrough these eyelets were run colored tapes that held the 
Je to the foot. Later he was reminded of them again. 
hey were worn by a Roumanian nurse who looked after 
is little daughter. 


What do you call them?” he asked. And she told him 


upinki.” 


1The wa 
iamburg 


ended, he started his search for the man in 
who made these “Opinki.” But the latter had 
ied. Mr. Heilbrunn’s search took him to Montenegro, 
Eerhia and Jugo Slavia. Eventually he found a man in 
Zagreb, Jugo Slavia, who, he believed, could make the type 
bf shoe he had in mind. But he worked with that man 
yr two seasons and couldn’t make any headway. The 
nuality of the shoes produced was very poor. That country 
as not advanced enough to handle the new idea. 


@Then he went to Czecho-Slovakia, explained his plans 
» one of the leading shoe manufacturers of that country 
nd arranged with them to turn out the type of footwear 
hat has introduced new ideas of beauty and foot comfort 
to the industry. 


@The output for that year was only $20,000. Today many 
undreds of thousands of pairs are sold annually without 
aking into consideration the other thousands of imitations 
anufacturel by competitors anxious to take advantage of 
he newly developed craze for woven leather sandals. Today 
‘Deauville’ the registered name of the Golo Slipper Co. 
‘ands for the perfection of this product. 
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No. 353i—-Patent Leather Three Eyelet 

No 30669 — Brown Lizard One-Strap, Tie, Black Lizard trimmed. Same in 

Brown Kid trimmed. Same in Black Brown Kid, Brown Lizard trimmed. 

Patent, Mat Kid trimmed. Black Suede, Brown Suede, Brown Lizard trimmed. 

aaa Patent trimmed. Brown Gunmetal Calf, Patent Leather trimmed. 

» Brown Kid trimmed. High and Black Suede, Gunmetal Patent trimmed 
Baby. "Spanish Heels on ea —. 17/8 Cuben, Heel. 

Wide, Sizes 3 to 8 


BLEECKER SHOE CoO., Inc. 
138-140 Duane Street 


STORM KING 





Genuine Tan Elk 12-inch Storm Boot (with 
knife) Black Elk Knife Pocket, Straps and 
Back Stay. 
Same in ria Black Elk 
Sizes 11-134 

1-6 . 
Armortread Composition Sole, Leather Slip- 
Sole, White Storm Welt, Grain Leather Inner, 
In Stoek. 


B. FRIEDMAN SHOE 
CO., Inc. 


109 Reade Street Established 1880 





THE SEASON’S SENSATION! 
To Retail at $2.95 
HE biggest novelty number we have ever had! 
We have sold more pairs of this style than any 
other shoe we have had in stock! 
A Dull Mat Kid Billie Tie 
with high tongue effect. Patent 
Leather Trimming on Vamp. 


Wire or mail your orders now! 


IMMEDIATE SHIPMENTS 
18 and 36 pair lots only 


DRYZER & ROSENBERG, Inc. 


131 Duane Street “Shoes under Market Prices” 


Headquartera for Mail Order Houses, Department Stores and Bargain Basements 





WOMEN’S COLORED KID D’ORSAY 
“THE CREAM IN OUR COFFEE” 


WE USE A FINE 30c 
KID STOCK, RAYON 
SOCK LINING. 


4710— Bik. 
4711—Blue 
4712 
4713—Red 
4714—Lav. 


PRICE 
$ 1.35 


Green 


¢ cE You Do the Rest. 
- Sample; Let Us Send Youa 


POWELL & CAMPBELL 


122 DUANE STREET ESTABLISHED 1879 





THREE EYELET BLUCHER OXFORD 


Biack Kaffor Kid with Black Java Lizard 
122—19/8 Spike; 123—15/8 Junior 
Black Suede with Black Java Lizard 
14—19/8 Spike; 125—15/8 Junior 
Brown Suede with Brown Java Lizard 
126—19/8 Spike; 127—15/8 Junior 
Brown Kid with Brown Lizard 
1282—19/8 Spike; 129—15/8 Junior 
Black Fox with Gunmetal Patent 
130—19/8 Spike; 131—15/8 Junior 
Brown Fox with Brown Kid 

132—19/8 Spike; 132—15/8 Junior 


J. WEISS SHOE CO., 


137 DUANE STREET 
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Save Your Customers 
Brain Fag This Christmas 


They'll welcome your suggestion to buy Bed- 
room Slippers and French Mules for holiday 
gifts. The DOMO Line is especially attractive 
this season. And profitable! It’s time to place 
your order. Write or wire today! 


GOLO SLIPPER CO. 
. 129 Duane Street, New York City 

















— HARD 


ENAMELED 
SHOE 
BUCKLES 
AND 
ORNAMENTS 


IGURE this! Superb, 
HARD cloisonné buckles 
and ornaments at the lowest 
possible prices ever made on 
“These de- a gene . 
signs are beau- To the largest shoe manufac- 
oa, ie : turers we are successfully sup- 
newest colors.” plying hard enamel buckles and 
ornaments to meet their most 
exacting demands in matched 
style-design and color. 
You will also be pleased with 
our line of soft enamel 
buckles and ornaments. 


Designs Patented 





ENGLISH 
IMPORTED FOOTWEAR 


Specialties:— 

“FEATHERWELTS” 

Light, flexible shoes with hidden 

welts ; Cool and smart for City wear. 
“DAPPA” 

Special Process Shoes—Very light 

and flexible. There is not a tack 

in their construction. 
“HAND SEWN SPORTS SHOES” 

Both Men’s and Women’s. All the 

latest styles and shapes. 
“REPTILE SPORTS SHOES” 


Combinations of colored leathers 
with any Reptile, Lizards, Pythons, 
Baby Crocodiles, etc. 


Correspondence invited from interested importers. 


JOHN MARLOW & SONS, Limited 
Northampton, England 














C.G. KING & CO., Inc. 


Manufacturing Jewelers 


_ PROVIDENCE, R. I. 
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G1 fi mee SS 


LEG 
Speed Up 4 
Your Business! ° 


MAIZE. 
MADE 
SHOES @ 
WILL DOIT! 3 


Sample This On. g 


Style 367—Patent Blucher Stitchstep; vamp 
and quarter inlay; 2 to 6. No heel. $1.35 


Maize Shoe Co., Mfrs., Rochester, N. Y. 





PERSONAL TO SALESMEN: We can use several good | Y 
men on Commission Basis. Correspondence confidential. 
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Miss Bobbie Miss Merceda Miss Comet Miss Cressie 
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Sherwood 
In Stock 


Footwear 


OTHING illustrates the fact that 

Sherwood’s are Winners more 

emphatically than the temporary de- 
pletion of our Stock Department. 


It is embarrassing to us to disap- 
point our customers, but it is cheering 
to know that our In Stock fashions are 
in such constant demand. 


ae 


Neale, \@O7 NO OT NWO Nee Ne Sw 
TANT ONT ONT GTO TOT 


SM UO Ste 


SHERWOOD, ROCHESTER, N. Y. 











Boor anD SHOE RECORDER 
combining THz SHop RETAILER, Oct. 19, 192: 











STYLE RECOMMENDATIONS TO VOLUME BUYERS OF 
SHOES RETAILING FROM FOUR TO $1x DOLLARS 


WOMEN’S SHOES 
Types for General Use—For Street Wear, Shopping and Business 


PATTERNS MATERIALS 

Jan., Feb. and March April, May and June Jan., Feb. and March April, May and June 

1. Straps. a 1. Straps. ’ 1. Patent leather. 1. Kid and light-weight calf. 

2. Ties and Oxfords—North. yd Pumps and Step-ins. 2. Kid and light-weight calf. 2. Patent leather 

3. Pumps and Step-ins— 3. Ties and Oxfords. 3. Reptiles. 3. Reptiles 

South. 4. Fabrics. 

LASTS: NOTE: Attention is directed to the growing popularity ind 

In the East, pointed and medium toes will predominate. In importance of the woven types of shoes manufactured in this 
the West and Southwest, broad toes will predominate, with square country and their acceptance for street wear. 
toes very important, employed with military —¥ _— . a COLORS 
tendency toward modified toes in the West and Southwest, but . . 
there should be a very cautious handling of this type of last Jan., Feb. and March April, May and June 
until a more convincing demand develops. 1. Black. 1. Light beiges. 

2. Dark browns. 2. Black. 


HEELS: 3. Light beige shades. 3. Browns. 
10/8 to 15/8. 4. Suntans and browns. 4. White. 


STYLEFUL TYPES FOR AFTERNOON WEAR 
From January to June 


PATTERNS: MATERIALS 


1. Light strap effects. . i ; 
2. Pumps, plain and trimmed, and step-ins. Jan., Feb. and March April, May and June 
3. Sandals. 1. Patent leather. 1. Kid. 


4. Ties and light oxford effects. 2. Kid and light-weight calf 2. Patent leather. 
LASTS: in certain types. 3. Fabrics. 
(See note on lasts on page 1 of this report on Volume Shoes.) 3. Reptiles. 4. Reptiles. 

12/8 to 22/8. 4. Fabrics. 


COLORS 
Jan., Feb. and March April, May and June 
1. Black. 1. Light beiges. 
2. Shades of light beiges. 2. Black. 
3. Browns. 3. White. 


NOTE: In some sections NOTE: Attention is called to 

blues, greens and reds will be the greater importance of 

important. white this year as compared 
to last year. 


SHOES FOR ACTIVE SPORTS WEAR 
January to June 


PATTERNS: MATERIALS: 
1. Oxfords—with tips and plain toes. 1, Cols. 
2. Ties. 2.'Elks and side leathers. 
os : 
— COLORS 
LASTS: Jan., Feb. and March April, May and June 


Present Types. 1. Black. 1. Beige shades with !)'end- 
Y 2. Tans. ing or contrasting ‘‘ims, 
HEELS : 3. Beiges with blending or smooth or grains. 
7/8 to 12/8. contrasting trims, smooth 2. Tans. 
NOTE: Heels on the trimmed sports shoes will run higher. or grains. 3. White. 
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FEET FIRst 


(CONTINUED FROM PAGE 48) 


was the subject of the semi-annual 
keynote hitter, Jesse Adler of New 
York. He said: 

“More men’s shoes can be sold 
through the style argument than 
through any other argument. Man is 
awakening to his dress possibilities. He 
realizes the great social and business 
importance of good taste in what he 
wears. Man today is proving he is 
woman’s match in smart grooming; he 
is ripe now, when he wasn’t a decade 
ago, for the ultra smart, the original, 
the colorful in shoes. He’s open-minded 
and eager to be told by shoe men what 
sort of footwear to select in order to 
give the final touch of smartness nd 
elegance to his ensemble. This coming 
spring the ensemble note is to be more 
than ever stressed and emphasized. 
Men will demand footwear that har- 
monizes with the general color scheme 
of their attire. They will want the cor- 
rect shoe to complete the blue, the gray, 
the brown outfit. 

“For day wear, the blue ensemble 
will be outstanding: Commander blue 
shoes, blue or blue gray suit, blue soft 
hat, blue suspenders, blue tie with shirt 
and hose shot with blue—and then there 
is the spectator sports costume, blue 
trimmed white buck shoes with blue 
coat and white flannel trousers, blue 
tie and white sport shirt with white 
pullover. We will also have the red 
man, the real red-blooded American in 
a red-brown ensemble, with shoes of 
that rich red-tan shade of ox-blood and. 
clothes to harmonize. 


“There are still too many men who 
look like animated scarecrows without 
pep, punch, style, or dash, but this type 
is fast disappearing and will soon be 
as extinct as the Dodo bird. 

“There is no gainsaying that good 
style adds to a man’s poise and person- 
ality, and gives him a look of conscious 
power. Not all successful men are 
clothes and shoe minded, but those that 
are seem to travel quicker toward suc- 
cess, 


“One starts at the bottom to succeed, 
and in dressing up he starts at the bot- 
tom too—so a man should be taught to 


start with his shoes, because ‘shoes 
mark the man.’ ” 


Little time was given the men’s end 
of the business, but the boys worked 
fast. Jesse Adler, George Geuting and 
Ernest Burrill put over their messages 
in real punchful style—and without the 
aid of models and colorful things to show 
succeeded in doing what George Geut- 
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—dramatizing it. Incidentally, the 
strong kicks against giving the men’s 
portion of the program so little time 
probably will be remedied at the next 
conference. 


ESPITE the fact that it was a 
holiday, the interest of the people 


attending the conference was intense. | 


Men, with a small scattering of women, 
stayed all day and followed closely the 
addresses and the reports of the style 
committees. 

In the preliminary meetings Monday 
there were in attendance representative 
merchants from all parts of the coun- 
try and in numbers they were matched 
by stylists, fabric, glove, bag and hos- 
iery representatives who felt that they 


have a definite hook-up with shoes and | 


must have an advance picture of the 
colors in footwear. 


These sessions were broken up into 
the main meeting on Women’s Shoes, 
presided over by Gordon McNeil, and 
giving the women’s style program for 
spring its preliminary hearing, the 
men’s style meeting and the one de- 
voted to juvenile footwear. 

In another room the volume oper- 
ators who select shoes made up in 
mass production and who take the 
original style report and reinterpret it 
in shoes selling in the volume grades 
were in session. 

Meeting at 8 o’clock at night, the 
committee on men’s footwear heard 
from executives of the retail clothing 
associations who gave the proportion 
of colors in men’s clothes for spring as 
follows: 

Brown—30 per cent of all wear. 

Grey—20 per cent. 

Blue—40 per cent. 

The balance is made up of the off 
shades. 


The representatives from the retail- 
ers of men’s clothing brought out the 
fact at the meeting that there are two 
styles in men’s clothing—what they 
called the “Broadway Style” and the 
“Custom Style’; and it was also 
brought out that neither borrowed 
from the other. They are two distinc- 
tive styles and the footwear has to be 
thought out in two grades as regards 
lasts and toe lines. 


All in all, the conference proved most 
interesting, constructive and success- 
ful. The reports which came out of it 
will be studied by merchants, manu- 
facturers and all branches of the in- 
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STYLED UB 
FOR SPRING 


ing said is necessary to the men’s game | 


GORDON McNEIL 


of Boston, who heads the Gen- 

eral Style Committee of the 

N. S. R. A. and who worked 

untiringly for the success of 
the conference 


dustry and adapted to their needs, for 
it was stressed repeatedly that the 
Styles Conference attains its greatest 
usefulness only when its recommenda- 
tions are applied with practical com- 
mon sense and intelligence to the re- 
quirements of the various sections and 
localities as well as to various classes 
of merchandise. 


N an official statement on the leather 

showing for spring and summer, the 
Tanners’ Council of America said: 

“The success of these cooperatively- 
presented displays by competitive up- 
per leather tanners is now so well es- 
tablished that they are looked upon by 


shoe manufacturers and retailers as 
having a definite educational value to 
them. The display is primarily a style 
presentation rather than a merchandis- 
ing proposition where participants are 
given the opportunity of presenting 
their new leathers for the coming sea- 
son in a simple, business-like manner, 
no firm trying to attract attention to 
its own booth by elaborate and extrane- 
ous displays. Tanners reported manu- 
facturers and retailers visiting their 
ey who had never attended be- 
ore.” 
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PERFECTION of proportion and exacting 
technical construction have made the United 
Cushion Heel outstanding. When attached, 
the United Cushion Heel becomes an actual 
part of the shoe and retains the graceful and 
stylish lines which the designer has created. 
The cored construction insures tight edges for 


the life of the shoe and prevents the heel from 








squashing out of shape with age and wear. 
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CUSHION ‘ ar 
HEEL ‘D” 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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$1.75 per dozen 


for rubbing 


Rec VU PATENT OF 


—_ 4 Ld 
SUEDE CLEANER 
IN STICK FORM 


ORY CLEANS AND RPENOVI!I 


MU-BUCK, SUEDE il 
LOTH AND -CANYVAS SHOi 


AL3S0 GOOD FOR 
“ATS” GLOVES ano 8! 


enn ae ay 


|T SHOE POLISH ( 
scutled _—_—— wit ao 


laces ; - 
* TTT Trey 








YOU MUST 
USE A DRY 
CLEANER 
FOR 


SUEDE! 


Why soak both shoes with lig 
dye each time they get a lit 
dirty, which happens very oft 


With IT STICK dry cleay 
the soiled spots can be tou 
up in a jiffy, and you don’t by 
to go over the entire shoe. 
Also 

Do not recommend wire brus 
for cleaning suede leather, 
they not only cut the nap, } 
also wear the leather thir 
Scratching wears the soft su 
leather down quickly. 


‘WWeTIeK 


The perfect dry cleaner 


Packed in a neat wooden box, wi 
sandpaper on one end for rubbi 
up scuffed spots, and a felt pad 
the other for spreading the clean 
Uniform texture free from grit— 


Dependable colors matching the T 
tile Color Card— 

Available in convenient assortment 
Will change shade of shoe if desired 
IT STICK is easily obtained fro 
your jobber. If he is sold out or} 


not yet stocked it, write us direct 
asking for our Color Card. 





IT SHOE POLISH 


BALTIMORE, MD. 


CO. 


Also a complete stock at South End Warehouse, San Francisco 
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THE TRAVELING 


A A A 


“6 VERY 
traveling 
manor 


shoe dealer should 
be a member of 
the association 
representing his 
particular part of 
the business or 
industry. If there 
is no such body 
locally, or conve- 
nient, he should 
help to organize 
one, as. trade as- 
sociations are of 
benefit to members, customers of meni- 
bers, and to the public. Half the prob- 
lems of any business man or salesman 
are equally the problems of his com- 
petitors, and we cannot solve them alone 
but by cooperation they can be solved. 

“Most of us have learned that busi- 
ness is so closely interrelated that our 
individual prosperity is determined 
largely by our attitude toward others 
in our lines, and how far we go in 
our cooperative efforts and mutual 
understandings with them. We must 
agree that men engaged in similar 
lines of endeavor are our co-workers 
and the field in which we may all grow 
and prosper is almost limitless—cer- 
tainly offering opportunities beyond 
our abilities to comprehend and develop 
individually. 

“Were it not for the fact that auto- 
mobile and radio manufacturers have 
worked together their industries would 
be in a state of confusion, and they 
could not have developed to such large 
proportions so rapidly had they not 
standardized their business through 
cooperative efforts. 

“Every industry has selling prob- 
lems, which can often be better handled 
cooperatively than individually. The 
orange growers of the Pacific Coast, 
for instance, would be helpless to mar- 
ket their product individually. The 
grower of a thousand crates of oranges 
could not make his message heard out- 
side of his own county, but by paying 
a few cents per crate in a fund 
through his association, his voice is 
heard in every hamlet of the country. 

“The old fashioned theory that a 
competitor was just naturally a pirate 
cruising on the sea of business has 
long since passed into the limbo of 
forgotten things, and the business 
world now recognizes the fact that no 
individual is independent—we are all 
inter-dependent.” 

—From a statement issued by William 
J. Miller, secretary and treasurer of 
the Philadebphia Shoe Travelers’ As- 
sociation and sales representative of 
Hamilton-Brown Shoe Co 


William J. Miller 





SEVERAL traveling shoe salesmen 
representing manufacturers of both 
men’s and ladies’ footwear have visited 
the trade in Atlanta since the first of 
October and without exception have 
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declared that they find a general feel- 
ing of optimism prevailing among the 
retail shoe dealers all over the south- 
ern territory relative to the outlook 
for fall business this year, most of the 
dealers seeming to believe that this will 
be one of the best fall seasons this dis- 
trict has enjoyed in the past four or 
five years. 

Because of the unusually large crops 
that were produced in the South this 
year, especially cotton, and the excel- 
lent prices that prevailed, the salesmen 
say that they find the dealers in the 
smaller towns particularly enthusiastic 
over the outlook, with most of them 
carrying larger than normal stocks in 
anticipation of a brisk fall demand. 

Among the leading salesmen who 
have been in Atlanta since the first of 
the month are James Anthony, of the 
Bates Shoe Co., Brockton, Mass.; Al 
Carpenter, of the C. H. Alden Shoe Co., 
Abington, Mass.; I. Manheim, of the 
Hurley Shoe Co., Rockland, Mass.; 
Frank Sullivan, of the E. T. Wright 
Shoe Co., Rockland, Mass.; Mr. Wil- 
liams, of the Holland Shoe Co., Hol- 
land, Mich.; Jesse Keith, of the Marion 
Shoe Co., Marion, Ind.; Tom Johnson, 
of the Betty Shoe Co., Brooklyn, Mass. 





J G. HENDRY, many years general 
e sales representative of the Lane 
Shoe Co., Boston, has become associ- 
ated with the Franklin Shoe Co. there 
as assistant sales manager and general 
representative throughout the country. 
Mr. Hendry is a well-known figure in 
the selling field. 





G. LLELLYN, widely-known rep- 

e resentative of the Vaughn-Towle 
Shoe Co., of Lynn, Mass., accompanied 
by Mrs. — is visiting the East, 
and last week spent a few days in 
Boston, during which time Mr. Llellyn 
made a visit to his factory where he 
stocked his samples for his latest in- 
vasion of Pacific Coast merchants and 
buyers. Mr. and Mrs. Llellyn motored 
across the country visiting Washing- 
ton, New York and other cities en 


route. 
[; “HORACE” GREELEY, for some 
¢ years the popular advertising 
manager of Dunn & McCarthy, Inc., of 
Auburn, N. Y., has resigned to take 
a similar position with H. C. Godman 
Co:, of Columbus, Ohio. He has 
been succeeded at the Enna Jettick 
factory by Lawrence M. Jones, brother 
of sales manager Buford H. Jones. 
Mr. Jones has been traveling in Ten- 
nessee and Kentucky. Mr. Jones is a 
capable advertising writer and has a 
broad knowledge of merchandising 
methods. Harry C. Goodwin, Inc., o 
Rochester, will continue as the com- 
pany’s advertising agency. 
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CHICAGO re- 

tailer who 
has given tha 
subject consider- 
able thought and 
study recently de- 
clared that  be- 
tween the price- 
competition of 
the lower priced 
chain stores on 
one side and the 
lesser chains op- 
erated from the 
style - promotion 
angle on the 
other side, ‘the salvation of the inde- 
pendent retail merchant lies in the spe- 
cialty shop devoted to perfect fit and 
foot comfort. 

Among the ranks of the shoe travel- 
ers it would be difficult to find two 
more zealous workers in the promotion 
of shoes classable under the caption of 
real fitting service than the Messrs. 
“Coon” shoes. 


Harry R. James 


D. FITZGERALD, for nine years 

* travelling representative of the 
Central Shoe Co., has been brought 
into headquarters where he has been 
promoted and placed in charge of all 
house sales. Many of his customers in 
Illinois, his old territory, make fre- 
quent visits to St. Louis and Fitzgerald 
renews business acquaintances weekly. 


ILLARD C. GOODGER was host 

at the annual convention and 
banquet of the salesmen of the W. C. 
Goodger Co., manufacturers of Hapy- 
toz shoes for infants and children, 
held last week Thursday night at the 
Oak Hill Country Club of Rochester. 
The men had come from all parts of 
the country to enjoy this annual event. 
Those attending were: Mr. Goodger, 
who was master of ceremonies; Charles 
J. Vegiard, who was toastmaster; Wil- 
liam Reickert, factory superintendent; 
Sam Weidenmeyer, of Harrisburg, 
Pa.; Ed. Bradley, of Boston; Charles 
Dunbar, of Charlotte, N. C.; Arthur 
Wagner, of Rochester; Ed. J. Goulding, 
of Detroit; Ed. Kinsello, of St. Louis, 
and Rossiter L. Seward and Harry A. 
Chase, of the Boot AND SHOE RE- 
CORDER. Toasts were responded to as 
fellows: “The Principal Needs of 
the South,” Charles Dunbar; “Team 
Work,” William Reichert; “Success,” 
Sam Weidenmeyer; “Show Me,” Ed. 
Kinsello; “An Even Keel,” Art. 
Wagner; “The Traveling Man,” Ed. 
J. Goulding; ‘The Boys,” Mr. Goodger. 
The guests were invited to Mr. Good- 
ger’s beautiful home at 12 Granger 
Place after the dinner, where they were 
further pleasantly entertained by Mr. 
and Mrs. Goodger. 











Specify Flex-to- Fits 
in Your Display Models 


They Will Help You 
Sell More Shoes 


ICTURE this shoe as your own. 
Visualize it treed with a deli- 
cate, harmonizing, pastel shaded 
Flex-to-Fit Fairy Last—in your 
window, on your counter. Then 
try to sense the reaction of possi- 
ble buyers. You bet they will, 
they'll stop to look—to admire— 

to buy. 
ye And, Flex-to-Fits have an in- 
—@D stant appeal as a resale item— 
Feeo-to-Ft con- their charming shades, light 
tracts for easy weight and perfect conformabili- 
— ty to your shoes being but a few 
features that make them de- 

sirable. 
Ask your manufacturer to tree 
your display shoes with Flex-to- 
Fits. He is anxious to help you 
sell his products and will gladly 
do it. He knows that Flex-to-Fit 
Fairy Lasts bring out the char- 
acter and individuality of display 
models—that they give a narrow- 
When in the ness to the quarters and that 
ond gp tog much-sought “ankle fashioned” 
forming to the look. He knows, too, that they 
shoe’s outline. will bring greater sales. Specify 

them on your next order. 


SHOE FORM CO. Inc. 
Auburn, New York 


Fairy Lasts are fully protected 
by American and Foreign Patents 


Your manufacturer can supply you. 





Neon bordered Flerlume 














NEWEST 
Idea in 


raised glass letter sign. 


| gpd businesses must do their selling 
during daylight hours. This latest 
type of electric sign is as strong an attractor 
of the street crowds by day as by night. 

It utilizes the drawing power of red, blue 
or green neon* border decoration combined, 
for pleasing and highly legible contrast, 
with the brilliance of Flexlume raised glass 
letters, illuminated from within. 

*(Note: Neon, from Greek word meaning 
new, the common name for a gas constitu- 


ent of air discovered by the English scien- 
tist, Sir William Ramsey.) 


This new and striking electric sign re- 
quires less of an investment to own; more- 
over it is operated without irritating inter- 
ruptions and maintained without trouble. 
Let us submit details and color sketch of a 
Flexlume neon, neon bordered, glass letter, 
exposed lamp or combination design to sat- 
isfy your every need. Flexlume Corporation, 
2002 Military Road, Buffalo, N. Y. 


Sales and Service Factories at 
Offices in Chief Cities Buffalo, N. Y., and 
of U. 8. and Can. Toronto, Can. 


ELECTRIC DISPLAYS 


Boot AND SHOE RECORDER 


combining THE SHOB RETAILER, Oct. 19, 


ELECTRICS 


1929 





Narrower Toes Sought With- | Ties in Demand in Factories 


out Increase in Length 


St. Louis—The wholesale trade 
along Washington Avenue continues 
brisk, slowing up slightly from the 
furious pace experienced in August 
and September. Houses are catching 
up with back orders which for a time 
had the factories swamped. The halt- 
ing period has not been sufficient to 
eliminate the gain in shipments which 
is being made daily by the general line 
houses. 

The present volume although ahead 
of last year but not as great as August 
and September, refiects the seasonal 
decrease in business experienced at this 
time. 

Brown is the leading color according 
to the style men. Brown kid is scoring 
heavily in the call with reptiles show- 
ing strength in second position. Suedes 
occupy third place, with prospects for 
an improvement with the coming of 
colder weather. 

Narrower toes, but not longer vamps 
are being demanded throughout the 
nation by merchants. In the South 
where round toes and shore vamps are 
standard, merchants observed a swing 
to the narrower effects. All style man- 
agers stress the point that vamps must 
remain short. Short skirts require the 
shorter vamps, it was said. If long 
skirts are accepted and some doubt was 
expressed that they would be, longer 
vamps may become a vogue. No im- 
mediate trend was reported however in 
any of the houses. 


Haverhill Making Blacks, 
Browns and Bright Colors 


HAVERHILL, Mass. — Shoes for late 
fall and winter wear are now crowd- 
ing local factories. The season’s shoes 
run to blacks, browns, and occasional 
colors of more brilliant hue, notably 
blue. The patterns show no radical 
departure from the fall of 1928. Strap 
and oxford effects predominate, with 
the plain pump patterns in usual de- 
mand. Kid and suede are the outstand- 
ing leathers, with the liberal use of 
snakes and lizards in trimmings. 
Brown is the leading color at the pres- 
ent time, with black a strong second 
and due to become more popular as 
the season advances. 

The oxford types which have been 
moving well because of the school and 
college trade are subsiding and the 
strap numbers are out in front. The 
strap effects are being made in wide 
combination of suede and kid. 


and winter patterns are not greatly 
different from other years, open shanks 
are disappearing and more leather is 


being used in the make-up of the shoe. | 
| who with Mrs. 
| Europe. He sent the following message 
| from London: 


New Shoe Department in 
Birmingham 

BIRMINGHAM, ALA. (UTPS)—A new 
Shoe department will be open in Birm- 
ingham Oct. 21 at Loeb’s Specialty 
Shop, 1909 Third Avenue, North. 

The department will be operated by 
William E. 
and buyer for Odum Bowers and White, 
one of the higher price department 
stores in Birmingham. 
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' Shoe | 
men point out that although the fall | 





Holston, former manager | 


of Cincinnati 


CINCINNATI — Local shoe manufac- 
turers were able to keep factories 
running at capacity through September 
and present indications point to a good 
run through the balance of the year. In 
some instances new styles came out 
very late and new patterns were made 
up after the season was well under way. 
Many of these went over big with 
merchants and the new ones which were 
late in arriving contributed a great 
deal toward keeping plants running 
during what is usually a slack period. 

A nice volume of the orders coming 
in at this time for immediate delivery 
are for ties. A great many new oxford 
and tie models are among the samples 
now being made up for Winter and 
Spring and apparently these patterns 
will get such a good start during the 
next two months that they will really 
go over in a big way after the Christ- 
mas holidays. 

A number of leading factories are 
making up samples for next Spring 
and it is understood that changes in 
style will be more radical than for the 
past several seasons. The sales manager 
of a large local firm claims that he will 
have something to offer in the next two 
weeks that is altogether different from 
anything shown in the Fall and Winter 
line. French bare-foot sandals are 
coming out pretty strong for Winter 
and it is understood that these will be 
well represented among the Spring 
samples. It seems that practically 
everything that is being worked on at 
present is something that will go nicely 
with long dresses. It is being predicted 
here that dresses will be down to the 
ankle by Spring. 


Federal Reserve Board 
Reports an Increase in 
September Retail Trade 


WASHINGTON, D. C.— Department 
store sales for September, 1929, were 
2 per cent larger than in the corres- 
ponding month a year ago, according 
to preliminary reports made to the 
Federal reserve system by 529 stores. 
Increases in total sales were reported 
by 224 stores and decreases by 305 
stores. The change in sales varied con- 
siderably for different parts of the 
country, ranging from an increase of 
6 per cent in the Kansas City Federal 
Reserve district to a decrease of 5 per 
cent in the Minneapolis district. 


Sees Styles Revolutionized 


ROCHESTER, N. Y.—The Menihan 
Company last Friday received a cable- 
gram from its president, J. G. Menihan, 
Menihan is touring 


“Shoes are going to be revolutionized 
to a considerable degree as a result of 


| the vogue for longer skirts. In evening 


slippers the back of the shoe is not so 


| conspicuous because there the skirts 


are reaching to the floor, so more atten- 
tion will be given to the vamp and 
forepart. Also in evening slippers high 
heels have come to the front as a re- 
sult of the new skirt lengths. Center 
and T-straps, also center buckles, are 
strong and colors are riotous.” 
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Justin’s Celebrated Cowboy 


For 50 years Justin’s 
have made Cowboy 
Boots for the most 
exacting trade, “The 
American Cowboy”, 
qualifying “JUST- 
IN’S” as leaders 
among “Boot Build- 


Justin’s Famous Lace 
BOOTS 


“For All Outdoor 
Wear”. Many styles “In 
Stock,” some in widths 
A to E inclusive. All 
numbers have Patented 
Crimped Tongue, Steel 
Arch Support and other 
JUSTIN features. 


Justin’s Riding Boots 


For Men and 
Women. Done in the 
English manner and 
made by the same 
Master Craftsmen 
who fashioned JUS- 
TIN Cowboy boots, 
known the world 
over. Some numbers 
“In Stock”. 


Catalog on request 


H. J. Justin & Sons, Inc. 


Manufacturers 
320 South Lake Street 
Fort Worth, Texas 














STOCK —Newest 


“TAMEA” 
Special Process 


B-282—Genuine Black Small 
Grain Lizard 87.50 


oe 


“CAPITAN” 
Pr 


8: 
B-262—Genuine 
Grain Lizard 

Quarter 50 
B-261—Genuine Black Small 
Grain Lizard with Mat _ Kid 
Quarter 50 


ocess 
Brown Smal! 
b 


“TRIFLE” 

Special Process 
Se Suede with Brown 
Tabs on Quarter 25 
— Suede with Patent 
Leather Trim and Black Lizard 
Tabs on Quarter 5.25 


“CLARE” 
22/8 Heel 





2 Black Velvet ..... 
'3—Black Satin 
- A nag Calf 











Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


“PARTHY” 

Special Process 
B-324— Brown Suede and Gen- 
uine Brown Watersnake to match 
B-325—Black Suede and Genuine 
Black Lizard 6.00 


— Brown Kid Quarter.. 
B-164—Genuine Black 

with Mat Kid Quarter.... 
B-133—Genuine Neisan 

Lisard with Kid Quarter 


-132—Genui Blue L . gar d 
with Blue Kid Quarter. . 


P A yt 

pectal ocess 
B-228—Brown Suede with Brown 
Lizard Trim .. 0 

B-233— Black Suede with Black 
Lisa Trim 85.00 


Spectal Process 
B-276—Mat Kid with Black Shark 
aon Kid a Brown 


Stra 
-301—Patent Leather with Black 
Shark Calf Straps 4. 

B-329—Dark Blue Kid, Bliue 
Lizard Strap $5.50 


“BERNICIA” 
Special Process 
eo? Kid with Nickel 


and Jet Buckle $5.00 


B-349—Brown Kid with Gold 
and Brown Buckle........ 5.25 


“HELMA” 
Special Process 
B-263—Genuine B * ack 
Grain Lisard ..... 
—— enuine 


“MONTE” 
Special Process 
B-302—Dull Black Kid....$5.10 
B-305—Brown Kid .. 5.25 


~ 


“REGENT” 
19/8 Heel 
ecial 


ess 
™—Brown Suede .....85.00 
)—Black Suede 5.00 
i—Black Satin ...... 4.35 
}—Black Calf (Light 
Weight) 4. 
B-17 Patent Leather ... 
B-' Brown Kid ...... 
B-170—Imported Wh. Crepe Silk, 
suitable for tinting any color 


85.00 
B-171—Imported Bl. Silk crepe 
$4.85 





THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 
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Fall Styles 


“VONNY” 
Special Process 


B-333—lImported White Silk Cr 
with Silver Kid Trim 


“VERDELLE” 

Special Process 
B-320—Genuine Black Lizard with 
Mat Kid Quarter $6.25 
B-322—Genuine Brown Calcutta 
Lizard with Brown Kid Quarter 
6.25 


“TAMEA” 

Spectal Process 
B-294—Dull Black Kid with Black 
Shark Calf Straps $4.55 
B-300—Brown Kid with Brown 
Scorpion Calf Straps 5.10 
B-293—Patent Leather with ane 
Shark Calf Straps 75 


“VIRADO” 
Special Process 


B-125—Mat Kid 
B-128—Blue Kid 


B-330— 
B-332—Black Suede 


SIZES 
AAA oeceee ee eS 
BAA coccceeeee4% 
BM ceccceccees 
Bo ccccccseees3% 
CSC seccceeeeeed 
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Ribbon Ties 
\re Featured 
on Fifth Avenue 


Their Increasing Vogue One 
of Autumn’s Recent 
Developments 


New YorK, N. Y.—While patterns 
for the present season run pretty much 
to operas, one straps and oxfords, there 
has been a growing tendency toward 
the use of straps with a ribbon tie and 
one eyelet ribbon ties. In fact, these 
types are among the newest shoe styles 
seen along the Avenue, and are causing 
somewhat of a sensation. 

One shop displays this pattern in 
black suede, black lizard and patent, 
on a low Cukan heel last, with high 
riding ribbon tie and reports it as 
selling among the leaders. I. Miller is 
showing a line-of one-eyelet ties of 
moire for afternoon wear, with wide 
ribbon bow to match. Dark green, 
dask brown and black moire, on high 
heel lasts, are attracting the interest 
here, and the pattern is noteworthy. 

Stetson has a new treatment of their 
Snappy Tie pattern, in a dark green 
suede tie with harmonizing lizard 
wings along each side of the vamp, and 
the same in dark brown suede with 
brown lizard calf. 

High heel opera pumps, unadorned 
except for a demure cut steel bow-knot 
ornament placed at the throat or 
slightly to one side, are good numbers 
now. Saks Fifth Avenue feature models 
of this type in black or brown suede or 
patent for street, and in white, black 
or brown silk moire and satin for eve- 
ning wear. 

Black lizard and black suede are 
getting the most volume, with brown 
suede and brown kid next in order. 
Dark green suede is also strong. J. & 
J. Slater have a black lizard center 
strap model with black kid piping and 
quarter trim, which is interesting, and 
the same pattern in brown lizard with 
brown kid trim and gold kid piping. 

This house also displays a black 
suede high-riding strap pump, with 
long patent leather tip, quarter and 
heel cover. Brown kid, blue kid and 
dark green kid using suede of the same 





color in combination, were noted. 
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Boston Stores Sell Oxford Types 


Adaptation of Jodphur Boot Designed for Women’s Use 
Among the Season’s Styles 


BosTton.—October is an 
month, for the cooler weather, the start 
of football, the interest in golf and 
the ever popular Bostonian pastime of 


walking, all call for shoes of this type. | 


At Shepard’s there is a new and 
singular shoe called the Jodphress. It 
is of the oxford type, though, strictly 
speaking it is not an oxford. It is an 
adaption, as its name implies, from the 
Indian riding boot, low cut, that is sold 
as the Jodphur. It has a high front, 
and a high side, also a tongue and a 
strap over the tongue, the arrangement 
of the strap and tongue being some- 
thing like that of the strap on the front 


Des Moines Retailers Elect 
Conner 


ES MOINES, 
IOWA (UTPS) 
—C. H. Conner was 
elected president of 
the Des Moines 
Shoe Retailers’ As- 
sociation at its 
twenty-third an- 
nual meeting, Oct. 
. He succeeded 
V. E. Meline, who 
had headed the as- 
sociation for the 
past year. Mr. Con- 
ner, commonly 
called “Cal,” is 
manager of the shoe department of the 
Utica Clothing Store. 

Louis H. Norman, manager of the 
Walk-Over store, was chosen vice-pres- 
ident, and James S. Tyler, department 
manager at Younker Bros., was re- 
elected secretary-treasurer. 

The board of directors, which for- 
merly had a membership of seven, was 
abolished, as it was decided the board 
had been inactive and business could be 
conducted by the entire personnel. 

Announcement was made by W. S. 
Arant, prominent member of the asso- 
ciation, that plans for the Harvest Ju- 
bilee Festival were complete. Mr. 
Arant is general chairman of the event, 
which is to be staged as a city-wide 
affair Oct. 21 to 26. 


Cc. H. Conner 
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of the Jodphur. It is made of Russia 
calf, Scotch grain, and reptile leathers, 
and in ccmbinations thereof. Some of 
the welted edges are fair stitched. 
Heels ar2 of leather. One authority 
credits this shoe with being an out- 
standing development in fall footwear 
of the oxford class. 

For something quite new, and not on 
the records, there is the dagger shoe 
at Jordan’s. It’s a pump, with a very 
wide strap, and this strap, which is 
almost an instep band, is fastened on 
the side of the shoe with a little golden 
dagger that is thrust in to a sheath. 

Filene opened up last week a cam- 
paign to win more ease for the feet. 
The shopping season has started, and 
soon the advance guard of the Christ- 
mas throng will be in the stores. This 
army needs good shoes. Filene recom- 
mends oxfords, or wide strap pumps, 
medium of heel, and arches that will 
hold up the foot. Some of the heels 
are of the built up leather class. The 
fit is the thing, and a registered foot 


specialist attends to that. 


There is something going on in the 
junior misses’ lines, which are known 


| to some shoemakers as growing girls’ 


| rounded lines. 





shoes, but the situation is not yet clear. 
Toes of these shoes are being drawn 
out a bit, to provide for longer vamps, 
and they are losing some of their 
Heels are a bit higher, 
for one specialist on these junior lines 
already has his heels up to 12/8, and 
another is planning to bring out some 
growing girls’ novelties with heels 14/8 
high. Yet, on the other hand, there is 
a general movement to make a sharper 
distinction between shoes for misses, 
even the grown-up misses, and shoes 
for women. 


Milwaukee Shoe Man Dies 


MILWAUKEE, Wis. (UTPS)—One of 
Milwaukee’s old time shoe merchants 
passed away last week when Joseph 
Garske, 71, died of a heart attack while 
en route to Emergency hospital. Mr. 
Garske for many years was manager 
of retail shoe stores on the south side 
and was well known to the trade. 





STOCKING SHOES 


is nothing new for us 
nor is it a “side line” of our business. 


~_ 





85 yA of the shipments from our ever busy fac- 
tory during the past ten years were made from 
our In-Stock Department. 


- Which is one of the many reascus for the splendid 
success _of P..W. Minor &, Son.' Ine., dealers. 


Send for our complete catalog showing over one 
hundred models In-Stock in a wide range 
of sizes and widths. 


PW MINOR 2 SON 


Ine.., 


BATAVIA, 
NW. Y. 
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Purple and Dark Blue Selling | 
in Cincinnati 


CINCINNATI—A sprinkling of every- 
thing is selling in local shops. This | 
applies not only to materials but to | 
colors as well. Black is listed as the | 
leader, with green running a close | 
second to brown. Antique purple is 
coming in for a nice share of business 
and dark blue is getting better as the | 
season progresses. 

Suede is being touted as leader for 
later on and judging from the way it 
jis moving at present, it will soon be on 
top. Suede is very good in black and 
prown and is fair in green and blue. 
This soft material seems to lend itself 
better to the woman’s wardrobe than 
anything else available as it blends in 
perfectly with most any costume that 
is worn. Black suede is especially good 
with a touch of reptile. 

Something new is being shown at the 
Smith-Kasson Company in the way of 
evening slippers. One of these new ones 
is a French sandal of the open barefoot 
type to be worn with hose. It is made 
with modified last, the shank is open 
and all overlay is piped with gold. It 
is equipped with an 18/8 or 20/8 gold 
kid colored heel. The slipper is made of 
black moire and the strap fastens with 
a gold buckle set with sapphires. 

Business has been exceptionally good 
with local retailers since the opening 
of the season, one of the largest re- 

orting that sales up to present have 

n larger than for the same period 
of time in the history of the firm. A 
continuance of good business is expected 
and merchants are laying in the great- 
est assortment of styles that they- have 
ever assembled at one time. 


| 


Absorbs Shoe Factories in 
France 


Paris—French shoe manufacturers 
are considerably alarmed over progress 
in efforts of one producer to develop a 
shoe trust, according to a report from 
the trade commissioner at Paris, Louis 
Hall, just made public by the Depart- 
ment of Commerce. The Department’s 
statement follows in full text: 

This French manufacturer, known as 
“La Societe des Chaussures Ehrlich 
Freres”, has been astonishingly success- 
ful in his attempts to gain control over 
the French shoe industry by gradually 
absorbing the factories and interests of 
his competitors. While facts are as yet 
unconfirmed, it is generally believed 
that German-Dutch banks are financing 
and promoting this organization. 

The present production of the French 
shoe industry is estimated at 70,000,000 
pair annually. 


To Open Foot Joy Store 


BROCKTON, Mass.—The Foot Joy 
Store, Inc., distributors of Brockton- 
made shoes, including for the most part 
Field & Flint, Inc., products, will be 
opened soon in Detroit, Mich. Two 
Detroit young men were desirous of 
opening the establishment, and the 
company was formed with Fred F. 
Field, president; Frank J. McKinlay, 
Detroit, treasurer, and Perley G. Flint, 
of this city, clerk. The first Foot Joy 
shop of the Field, Flint company was 
opened in New York about a year ago. 
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Volks’ Plan 
New Building | 
of Six Stories 


Handsome Home to Be Ready 


Next Spring 


DALLAS, TEX.—The Volks Brothers 
Company, largest shoe organization in 


| the southwest, recently announced plans 


for a handsome six-story building to be 
located at 1810-12 Elm Street. 
plan to enter the new store 


in the 


Spring, at which time it is to be com- | 


pleted. Leonard Volk, President of the 
company, came to Dallas in 1889 and 


since gained such an important place in 
the retail shoe business. 


The front of the structure will be | 


treated in black and gold marble to the 
second story line and in limestone from 
there. 
the first floor, and on the second floor 
men’s and boy’s shoes will be sold. The 
new Volk store will devote the entire 
fourth floor to women’s apparel, in- 
cluding millinery and furs. The child- 
ren’s and misses’ departments will be 
located on the third floor. On the fifth 
floor, the general offices and executive 
office will be located. 

Since it is planned that the Volk 
store be the most complete of shoe 
stores, the various shoe departments 


will range from the popular-priced to | 


the salon where the most exclusive 
creations will be shown. 

The business was incorporated on 
July 1, 1907, with George A. Volk as 
president and Leonard W. Volk as 
secretary-treasurer. On the death of 
George A. Volk seven years ago, Leon- 
ard W. Volk was made president and 
C. N. Crawford secretary-treasurer. 

According to Harold Volk, vice-presi- 
dent of the firm, “the Volk Brothers 
Company has reached its present posi- 


tion by rigidly adhering to a uniform | 
The | 


policy adopted forty years ago. 
cardinal principles of this policy from 


which there has been no deviation | 


were, first to give the best possible 
service to every customer, being uni- 
formly courteous and guaranteeing 
reasonable satisfaction on every pur- 


chase made; second, to be scrupulously | 


honest in advertising, never knowingly 
making a misleading statement and 
ever striving to offer even more value 
than the advertisement promised; 
third, to give the utmost possible value 
at the price asked.” The good will and 
the excellent reputation that the Volk 
Brothers Company enjoys, which is 
greater today than ever before, bear 
witness to the successful practice of 
these principles. 


Georgia Firm Dissolves 


GAINESVILLE, GA.—Two new firms, 
Newmans, Inc., and Frierson McEver 
Co., are now operating in Gainesville. 
These two companies were formerly 
united and known as Newman, Frier- 
son McEver Co., which firm was dis- 
solved in January, 1927. 

The business of the firm of Newman, 
Frierson, McEver Co. has been wound 
up. A new shoe department for men, 
women and children will be opened soon 
in Newmans, Inc., store. 


They | 


| Height 14 inches 
opened his first store in 1890 which has | 


Women’s shoes will be sold on | 


Style 310, $6.00 
Brown ELK 


| 


IN STOCK 


Black Hills 
Model 


NATIONAL PARK 


Reg. U. S. Pat. Off 


Sport— Hiking— 





AVIATION 


BOOTS 


IN STOCK 
6 — STYLES — 6 


THE OTHER FIVE 
Style 300 Yellowstone...14 inch $5.90 
Style 311 Aviatrix.......12 inch 5.20 
Style 312 Rocky Mountain 14 inch 5.70 
Style 317 Sport Boot ...8inches 4.60 


Suitable for members of the 
Girl Scouts and Campfire 


Girls organizations. 
Style 318 Grand Canyon.14 inch $5.70 
SIZES 
5/8 A, 4/8 B, 2%/8 C, 2%/8 D 
Terms 5% 10 days. Net 30 days. 


See our line N.S.R.A. St. Louis Show 
January 6, 7, 8, 9, 
Hotel Lennox, Parlor B. 
Jefferson Hotel, Room 1037 


Write for sample pairs or folder. 


{HE JUVENILE SHOE CORPORATION 


OF AMERICA 
AURORA MISSOURI 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 





weight welts for college girls. 
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The New Cohoes Shoe Carrybags — 


take the place of unsightly bundles and awkward boxes 


Women like them! Distinctive! Smart! Easy to Carry! 


Eliminate paper 
and twine. 


Dignified and 
effective store 
advertising. 


Save time and 
steps. 


Encourage cus- 
tomers to carry 
their own shoes 
home. 





Reduce number 
of house deliv- 
eries. 


Made of extra 
strong kraft 
paper. 


Measure 11'14x 
9Y44x4 when 
opened. 


Shipped flat; 
easy to open. 





Have a long life 
of utility at 
home. 


You get no re- 
turn from ordi- 
nary wrapping 
paper or boxes. 


Used time and 
again the 
Cohoes_ Carry- 
bags act as a 
constant adver- 
tisement for you. 


Patented Carry- 
bag handle and 
lock top. 


USED and rec- 
ommended by 
hundreds of 
leading retail 
shoe merchants. 


SAMPLE AND FOLDER SENT ON REQUEST 


Pk COHOES ENVELOPE CO., Inc. 
Carrybags Cohoes, New York 


Delivery in 
Two Weeks 
or Less 








COHOES CARRYBAGS have an Advertising Value that turns Wrap- 
ping Cests from a Dead Expense Item into a Live Investment Account. 


A FEW THOUSANDS of users: Wanamaker’s; Gilchrist’s; Kann’s; Hanan & Sons; Arch-Aid 
Shoe Shops; Potter’s; Dalsimer’s; Forman’s; Walk-Over Stores; Lane-Bryant’s; Pierce’s: 
Loeser’s; Nay’s; Pierre’s. 


One Concern Has Bought over 500,000 Cohoes Carrybags Already. 





TEST OUR CLAIMS IN YOUR STORE AT OUR EXPENSE! 
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Exportation of Hides and 
Skins Unrestricted 


WASHINGTON, D. C.—International 
agreements removing restrictions and 

rohibitions relating to the exportation 
of prepared hides and skins have be- 
come effective, it was recently an- 
nounced here. The United States is 
considering the invitation to sign the 
agreement which the representatives of' 
18 countries have signed. 

Under this agreement, the contract- 
ing countries undertake that on and 
after Oct. 1, 1929, the exportation of 
raw or prepared hides and skins shall 
not be subject to any prohibitions or 
restrictions, nor shall there be main- 
tained or imposed on these products 
any export duty or any charge apart 
from a statistical duty, which under 
the respective laws of each country is 
not applicable to all commercial trans- 
actions in these products. 


New Factory for Brown Shoe 
Company 


Sr. Louis—Brown Shoe Co. has an- 
nounced its plans for a new factory to 
be built at Sullivan, IIl., located a 150 
miles east of St. Louis. The town has 
a population of approximately 4000 
people. The factory will be erected 
along similar plans as that of the Mat- 
toon, Ill., plant completed a year ago. 
The latest labor saving machinery and 
most modern equipment will be in- 
stalled when the building is completed. 

The proposed building will have a 
capacity of 5000 pairs a day and will 
specialize on women’s popular priced 
McKays. The increased demand for 
this type of footwear compelled the 
company to increase their facilities to 
meet the requirements of the sales 
force. Work will start immediately, it 
being planned to have the factory in 
operation by May 1, 1930. 

The shipments for the company dur- 
ing September were $4,528,000, a gain 
of $355,000 for the month over the 
same period of 1930. 


Convention Reports Not 
Authorized 


Syracuse, N. Y.—Executive Secre- 
tary Wallace E. Southard of the New 
York State Shoe Retailers’ Associa- 
tion has received a number of com- 
plaints from members and exhibitors 
at the last convention, who have re- 
ceived bills for stenotype reports of 
the convention sessions which they did 
not order. 

In his letter he informs the members 
and exhibitors that the typing concern 
in question “has taken the liberty of 
sending a complete stenographic report 
of the proceedings of the convention to 
various members and exhibitors. This 
association did not authorize this com- 
pany to send out any reports unless 
they were ordered at the time of the 
convention.” 


Insist Upon Correct Fit 


New YorK—Palter & Fitzgerald, 
whose new shoe store in Brooklyn was 
opened six months ago, report an ex- 
cellent business. They carry 230 sizes 
in stock. This store makes it a rule 
not to sell a pair of shoes unless they 
fit. Wilbur Coon Shoes are featured. 
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Shoe Manufacturer Weds 
Mr. Geuting’s Secretary 


Brockton, Mass.— A romance 
begun when Alfred T. Kent, of 
the M. A. Packard Shoe Co., of 
this city, went to Philadelphia on 
a business trip some months age 
and met Miss Margaret M. Doyle, 
private secretary to A. H. Geut- 
ing, prominent Philadelphia shoe 
merchant and president of the 
N.S. R. A., had its culmination in 
Philadelphia, Oct. 9, when the 
young couple were married. Mr. 
Kent is vice-president of the M. A. 
Packard Shoe Co. 

The bride, who was given in 
marriage by her father, was at- 
tended by Miss Dorothy Kelley as 
maid of honor, and the brides- 
maids were Misses Florence Wha- 
len, Sara K. Klopp, Margaret 
Brown and Jean Calvert. John S. 
Kent, Jr., was his brother’s best 
man, and ushers were William J. 
Brennan, of Randolph; Joseph 
Crowley and John Bright, of Bos- 
ton; Edwin C. Lincoln, of Quincy, 
and John J. Doyle. 

After an extended trip the 
young couple will reside in this 
city. 














Chiropractors Elect Officers 


INDIANAPOLIS, IND. (UTPS)—At the 
closing session of the convention of the 
Indiana Chiropactors’ Association, held 
in Marion, Ind. this week, the following 
officers were elected to office for the 
coming year. Dr. J. O. Groves, Ft. 
Wayne, was re-elected president; Dr. 
C. F. Kaiser, Connersville, vice presi- 
dent; Dr. O. G. McKeever, secretary, 
and Dr. Jeannette Vantilberg, Indian- 
apolis, treasurer. The 1930 convention 
will be held in Ft. Wayne, Ind., Oct. 1. 





Hahn Store to Have Costume 
Jewelry Section 


BALTIMORE, Mp.—In order to furnish 
a more complete accessory service to 
its ever growing clientele, Hahn’s 
Shoe Shop, 37 West Lexington Street, 
Baltimore, Md., plans to open during 
the coming month a costume jewelry 
department. It will be the first ex- 
clusive shoe shop of the Monument 
City that will inaugurate such a ser- 
vice. It will be located on the main 
floor, adjoining the handbags depart- 
ment. 

The success which this shoe shop has 
experienced in the sale of handbags as 
accessories has given concrete evidence 
that accessories can be successfully 
merchandised in an exclusive shoe de- 
partment. It is because of the unusual 
success that has been achieved that the 
new addition, namely, the costume jew- 
elry department will be inaugurated. 
Louis Greenberg, manager of the de- 
partment, will do the buying for the 
new department. He now buys for the 
handbags department. 

The reception that will be accorded 
the costume jewelry department at this 
store will serve as a guide to the open- 
ing of similar departments in the other 
Baltimore Hahn stores and also in the 
Hahn stores in Washington, D.C. Mr. 
Greenberg feels confident the customers 
will take to the costume jewelry depart- 
ment. 


Bans Bare Legs 


LYNN, Mass.—Hon. Ralph Bauer, 
mayor of Lynn, banned bare legs from 
the streets of Lynn one day and the 
next refused to wear a tall silk hat 
and shiny patent leather shoes to the 
Brockton fair. His Honor is a hard 
headed business man. At least, he is 
a bank director, and is credited with 
enough ready cash to get along with. 
Besides, he has served as president of 
trade organizations, local and national. 
He is by no means a reformer, but he 
gets a lot of fun out of life by criti- 
cising foibles and vanities, and seeing 
the criticised writhe. Criticism of him 
usually brings either a hearty laugh or 
a roar. 
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IN STOCK 


666 Black Calf Double Sole 
10 Black Calf Double Sole, 
11 Double Sole, Long Ctr., 
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No Better Police 
Shoes At any Price 


MUSEBECK SHOE COMPANY 


Danville, Illinois. 


-Musebeck- 


| 





Wear Straight 
Shoes # 


Write for Oatalog 
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Better Presentations of Your Footwear 
through vivid new modern-designed ONLI-WA display fixtures—converts 
smart new shoes into a brigade of beauty. Both tables and regular fixtures 
—in effective walnut and maple. 





Write today for Modern Catalog 15 


—illustrates and describes the en- The name ONLI-WA is an assurance 


tire line. 


of distinctive fixtures that sell shoes. 


THE ONLI-WA FIXTURE CO. 


St. Paul Ave. 


Dept. BS Dayton, O. 





Modern Shoe 


Fixtures 


Klee’s 5000 
Design 





Maple and Walnut 


Write 
for New Catalogue 


KLEE DISPLAY 
FIXTURE CO., INC. 


Manufacturers 





176 Atlantic Ave. 
Rochester, N. Y. 











When you Write “Greeley” 


in Your Boudoir Order 


you are getting the house slip- 

per which every experienced 

buyer knows as the best to buy 

and sell. Black and col- 

ored leathers, with rubber 

IN or leather heels. Carried 
STOCK by jobbers—but if not by 


yours, write us. 








ORDER XMAS TICKETS NOW— 


Attractive 
Holiday Season 
Price Tickets 
With 64 prices:— 
69c to $17.50 











36 Pair Cases 

A. W. GREELEY 

| 12 Duncan St. - - Haverhill, Mass. eK 6d $1 25 
OZ., ° 


x 12 doz., $2.25 
POST-McVEY Sk gst 
COMPANY 
joy ** imi ma 


Cutters of Seles filled in order of 


FINE QUALITY TOPLIFTS Green and red border with receipt. All orders to be 


hand lettered rices in mailed out on Nov. 18 
of every description black. (Actual size) to 23. 


BEST OAK TOPLIFTS Merchants Service Dept. 


for the 


NEW WOMEN’S LEATHER BOOT AND SHOE RECORDER 


HEEL 189 W. Madison St., Chicago 
347 CONGRESS ST., BOSTON, MASS * 


25c¢ per doz. 
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Satisfy the Foot as well as the Customer 





JES... that’s exactly 


‘} what I want. Even 








: though they area <; 





half size smaller, this partic- 
ular style may be real com- 


fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 


ently your left 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
will ease that shoe in such a 
way that it will never cause 


*” you discomfort.” 


@ Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


-) trade. In the retail shops an 


orderly equip- 
ment of stretch- 
ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow aétion 
thread screw. 


<oe 


For Sale by Shoe Findings “Deaters 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 











Boor AND SHOE RECORDER 
combining THs SHos Reral.er, Oct. 19, 1929 











WHERE TO BUY 
Men’s Shoes 


<A 
BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















EAST WEYMOUTH, MASS. U.S.A. 








Co 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ehh 


tt 

















().. A. PACKARD ARD CO., Makers 





Business Picks 
Up in Atlanta 
Retail Stores 


ATLANTA, GA.—Several of the lead- 
ing shoe dealers in Atlanta, inter- 
viewed last week regarding the present 
condition of business, the fall outlook 
and the style and color trend, declared 
that while their sales during Septem- 
ber were below par because of the ex- 
cessive amount of rainfall in this sec- 
tion since the first of October, business 
has been 20 to 25 per cent better than 
for the corresponding period last year, 
with one of the best fall shoe seasons 
in prospect for this territory of the 
past four or five years. This is true 
of both men’s and ladies’ footwear, and 
is an opinion that is expressed by prac- 
tically every dealer and department 
manager in Atlanta. 

In the ladies’ shoe departments and 
stores brown is the best selling color 
for fall, but there is also a good de- 
mand for the staple lines in black. 
Suedes, reptiles and kids appear to 
have the preference, and a good de- 
mand also is reported for brown com- 
binations of reptile and suede, with a 
fair call for brown combinations of kid 
and suede. All of the dealers say that 
women’s business has been much better 
than last year so far in October, and 
that the outlook for fall promises a 
considerably better than normal trade. 





Costume Footwear 

















Moderne 
Expressed in every orig 
inal, intimate detail of our 
fascinating new 


“Carlton” 

















An interesting advertisement by 

Hahn, of Washington, stressing 

the importance of the art influ- 
ence in shoe styles 
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Shoe Merchant Captures Thief 


CLEVELAND, OHIO (UTPS) — Cleve- 
land papers of Oct. 2 contained a lively 
account of a Cleveland shoe dealer who 
not only retrieved stolen goods from a 
thief but captured the perpetrator as 
well. Alfred Radefeld, who operates a 
retail shoe store at 4321 Clark Aven ue, 
had just left the store for lunch at noon 
on Oct. 1 when, looking back, he saw a 
man enter. Radefeld returned and the 
man came running out, his coat bulging 
with packages. The shoe man gave 
chase and caught up with the fugitive 
at W. 46th Street and Lorain Avenue, 
In a brief encounter the thief dropped 
18 pairs of silk hosiery and ran out 
of sight down the street. Radefeld 
searched the whole neighborhood and 
once again caught sight of the man. 
This time he cornered the thief in a 
back yard and apprehended him under 
threat of a jack-knife, his only weapon. 
A detective later took the prisoner into 
custody. 


Baker Shop Remodeled 


SAN FRANCISCO, CAL. (UTPS)—With 
an entirely rebuilt exterior done in the 
modernistic manner, and with extensive 
interior alterations, the C. H. Baker 
footwear shop at 53 Kearny Street, 
San Francisco, reopened on Sept. 
30. Throughout the store the color 
scheme is silver and black, with black 
vitralite for the window bases and 
pilasters of the exterior. The ensembie 
effect is very striking, as well as 
pleasing. This store is one of the four 
C. H. Baker shops in San Francisco, 
the others being at 885 Market Street 
(headquarters), 241 Geary Street, and 
1411 Fillmore Street. The organization 
owns eight other stores on the Pacific 
Coast. 


Shoe Department Moved 


MiamI, Fua. (UTPS)—The shoe de- 
partment at Burdine’s, the leading 
department store in Miami, Florida, 
has been lifted from the ground to the 
third floor. Decorations are in blue and 
tan and make for a most pleasing room. 
A French room has been set aside for 
the display and fitting of higher-iype 
footwear. Evening slippers are fitted 
here. By locating this department on 
the third floor it brings together Rea‘y- 
to-Wear Millinery and Shoes, a con- 
venience to the matching of frocks, hats 
and shoes. 

Popular price shoe department and 
children’s shoe department are on ‘he 
second floor. 


William Purfield Opens Store 


in Detroit 


Detrorr, Mich. (UTPS) — Wi! am 
Purfield, who has conducted on ortho- 
pedic shoe shop in Ann Arbor for 
many years, has closed his shop «nd 
has opened a similar business at 5-6 
Eaton Tower in Detroit. Georg: N. 
Earle, who was a member of Mr. /'ur- 
field’s staff for several years, as opened 

a shoe store in Mr. Purfield’s er 
postion at 123 Liberty Street st, 
Ann Arbor, with a general line of 1s 
and women’s footwear, including - mé 
orthopedic numbers. 
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F. H. Slasor Manager of 
Cantilever Store in Seattle 


SEATTLE, WASH. 
—Seattle’s first ex- 
clusive Cantilever 
Shoe Shop opened 
recently at 1631 
Sixth Avenue. 
Cantilever shoes 
have been carried 
as a special service 
of shoe stores, but 
not incomplete 
lines. The new 
store is of the par- 
lor type, distinc- 
tive and simple in 
its treatment. 

F. H. Slasor, 
wel! known to the shoe trade in half of 
the State of Washington, is manager. 
Mr. Slasor was with Joe Kohl’s Shoe 
Company in Yakima, for ten years, 
prior to coming to Seattle to assume 
charge of the new Cantilever store. 


The slogan: “Comfort for the Entire 


F. H. Slasor 





Family, Caused by Flexibility, is 
suggested in more ways than one, for 
the tasteful appointments of the new | 
Deep | 

| 


shop suggest ease and comfort. 
arm chairs and 
couches are placed 
here and there. A 
spinet desk, stand- 
ing lamp or two, 
ornamental panel 
mirrors and an 
occasional fern in 
ornamental stand- 
ard suggest the 
drawing-room at- 
mosphere. Walls 
are in ombre 
shaded effect merg- 
ing from a warm 
tan to a soft yellow 
near the ceiling. 
Carpets are in gray and black grained | 
effect. All stocks are concealed. | 


C. A. Roberts 





| footwear. 


A feature of the display effect is a 
series of imitation stumps of varying 
heights. The shoes are arranged on 
invisible projections in pairs. Windows 
are changed frequently. Sports and 
dress types are carried although com- 
fort is stressed more than style. 

Newspaper advertising, direct mail 
solicitation and radio advertising are 
the media to put the Cantilever message 
before the public. Excellent lists of 
doctors, nurses and previous Cantilever 
customers, are proving an excellent 
nucleus for a substantial volume of 
business. Opening days have exceeded 
all expectations in sales. 

Radio advertising was introduced by 
the appearance over the air of Mr. and 
Mrs. Cantilever and little Miss Joann 
Cantilever their four year old daughter. 
“Mr. Cantilever” is better known to 
Northwest Shoe Retailers as C. A. 
(Chuck) Roberts, Northwest Repre- 
sentative for Cantilever shoes, who 
attended the opening of the new Seattle 
Store. 


C. F. Listmann in Charge of 
New Store 


SAN FRANCISCO, CAL. (UTPS)—The 
new Ground Gripper shoe store opened 
on the ground floor of the Phelan Build- 
ing, with entrance at 75 O’Farrell 
Street, on October 1, and C. H. Pon- 
tius, district manager, reports splendid 
business right from the start. This 
store was formerly on the arcade floor 
of the Phelan Building. 

All of the woodwork of the new store 
is of mahogany, including the opera 
chairs for the customers. With its blue 
velour drapes and carpets and other 
rich furnishings the store offers an 
attractive setting for the selection of 
C. F. Listmann will remain 
as manager of the store in its new 
location. 








Cantilever Shop in Seattle 





WHERE TO BUY 
Men’s Shoes 





“A MAN’S DECISION” 


THE 


iv} 


Fine 
Shoes 
SHOE 


Beston—183 Essex Street 
N. Y.—915-917 Marbridge Bidg. 














Interior of the new Cantilever Shoe Shop recently opened under the 
management of F. H. Slasor 
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iG STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 





WHERE TO BUY 


Women’s Shoes 


Dutt 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 


Bowling Shoes 


i i il 


BOWLING SHOES 


r- IN-STOCK 
tT 
slightly Smoked Bik 


Moher $3.20 


BROOKS 
SHOE MFG. CO. 


Philadelphia, Pea. 
Hill Street 


Sts. 
1162 Se. 


Swanson and Ritner 
Les Angeles, 


er 


WHERE TO BUY 
Children’s Slippers 


FP I eS 


Nee 


4 No.C775—All sizesin stock 
for immediate delivery 
Write for circular de 

@..9 \ scribing complete line of 
Rest-Rite Slippers 


Athletic Shoe Co 
914N.MarshtieldAve. 
Chicago, ti. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


—™s9 er 4 
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MEN’S FINE 





HAND TURNED 
SLIPPERS 
Manufactured 
P by 
fais to $3.50 W. 8S. CHASE & SONS 


Haverhill, Mase. 
Boston Office: Room 501, Statler Bidz. 





















rs 
aad Colors re all { iii i 
GENERAL FOOTWEAR CORP'N 
Factory and Offices 
476 BROADWAY New YORK 




















MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Dlustrated Catalogue 
eautiful oudoir 


rass pros. 
1 Fast 17th Street 





& Feinroth 


New Vort 




















PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 









Catalog 
sent on 
, request 





High Grade Turn Mules and D’Orsays 













and IN 2s vCK 
Women’s 

“Companion- 

ate’ Slippers 


request. 


No. 434 
$2.65 


No. 447 
$2.35 


* 


L. B. EVANS’ SON CO., Wakefield, Mass. 
















Boot and Shoe Day at Bankers’ 
Exposition 


NEw YorK—“Shoe Consciousness” 
penetrated the Bankers Industrial Ex- 
position, the permanent exhibit of 
everything of interest to bankers and 
industrialists being held in New York 
City at 11 West Forty-second Street., 
on Friday, October 11, which was set 
aside as “Boot and Shoe Day” on the 
exposition’s program of a_ different 
business show for every business day. 

Invitations to attend the exposition 
on that day were sent to leading manu- 
facturers and retailers of shoes in the 
East and to members of all boot and 
shoe associations. At the noon hour, 
speeches, motion pictures and radio 
broadcasting were among the events on 
the program and several men promi- 
nent in the show business will make 
brief addresses. 

What’s what in shoe styles were re- 
lated to the bankers and others attend- 
ing the Bankers Industrial Exposition 
by Jesse Adler, who has been actively 
engaged in the men’s shoe business as 
president of the Adler chain of stores. 











Truly Collegiate 

























































Atming for style and quality 
when we had them made . . . 
aiming for economy when we. 
priced them . . . one glance at 
these ‘smart collegiate brogues 
assures you that we succeeded 
admirably in both ventures. 








their favorite price will be 
wearing these new Marott ox- 
fords! A real value in black 
or tan Scotch grain calf at $8! 


SECOND PLOOR 


Manott 


Shoe Shop 


18-20 East Washington Street, 


oy Shoes at the 
hoe Shop” 








Judicious and effective use of contrast 
accounts largely for the snap of this 


Watertown Shoe Company 
Organized in Wisconsin 


WATERTOWN, WIs.—With manufac- 
turing facilities to produce 1200 pairs 
per day of women’s stylish McKays, 
The Watertown Shoe Co., Watertown, 
Wis., has been organized with an au- 
thorized capital of $125,000 and $74- 
000 paid in. The officers of the com- 
pany are E. W. Quirk, president; Na- 
than A. Garfield, vice-president and 
general-manager and O. E. Hoffman, 
secretary and treasurer. 

Mr. Garfield will have charge of pro- 
duction, having been long _ identitied 
with the making end of the shoe busi- 
ness, including a five years connection 
with The Rich Shoe Co. Irving Telling, 
in charge of sales and styling, has been 
actively identified with the Rich Shoe 
Co. for the last five years contacting 
volume buyers in the larger centers. 

The factory premises occupied by 
The Watertown Shoe Co. were for- 
merly operated by The Wolfram Shoe 
Co., the latter concern making a line 
of women’s popular priced McKays. 
The plant is of brick construction with 
the main section of the plant 150 by 
100 ft., three stories in height and 
additions which will admit of augment- 
ing the output as requirements of the 
trade demand. 


To Consider Advertising Plan 


PROVIDENCE, R. I. (UTPS)—At the 
first fall meeting of the Rhode Island 
Shoe Retailers’ Association, held at 
Pawtucket, a general social evening 
was enjoyed. The next meeting is to 
be held on November 3, when it is 
hoped they will have an out-of-town 
speaker. According to Fred Fenner, 
president, a campaign is to be launched 
to increase membership in the associa- 
tion. Mr. Fenner has appointed a com- 
mittee, comprised of Messrs. Barry, 
Brindamour and Mulvey, to investigate 
the possibilities of a co-operative ad- 
vertising campaign in behalf of the 
association. 







I. Miller Plans Expansion 


New YoRK—With expansion of busi- 
ness and further contemplated plans 
under consideration, I. Miller & Co., 
have found it necessary to increase 
production at their factories, and have 
leased additional floor space adjacent 
to their Long Island City plant. The 
Haverhill plant will also be enlarged 
with the taking over of another floor. 
The firm is negotiating for new 
stores and exclusive shoe departments, 
and it is planned to have these ready 
in the course of the next few months. 
With these additions, the I. Miller 
chain will be brought up to a total! of 
265 units, scattered in large cities 
throughout the country. 





Tariff Reduced on Buckles 


New York—Granting an _ import 
claim, filed in the name of the Amer- 
ican Express Company, the customs 
court here finds that small curved arti- 
cles, composed of white metal studded 
with rhinestones, used on women’s 
shoes, are commonly known in the trade 
as shoe or slipper buckles and should 
be obliged to pay duty at the rate of 
only 15 cents per hundred, p'us 20 per 








men’s shoe ad by Marott, Indianapolis 
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cent ad valorem, tariff act of 1922. 
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Brown Leads for Street Wear 
in St. Louis 


Sr. Louis—Business for the past 
week has been reported better than 
fair. Rain the latter part added noth- 
ing to the volume and somewhat slowed 
up the activity. Saturday turned fair 
and bright and this brought about a 
brisk upswing in the trade. 

Plenty of evening slippers were dis- 
posed of during the early part of the 
week the occasion of the Veiled Prophet 
Ball being the event responsible for 
this activity. Silver kid as well as bro- 
cade trimmed in kid were popular in 
the demand. Dyed satins and crépes 
shared equally in the call with a good 
many pairs disposed of. 

Brown for street wear continues 
to be the outstanding vogue in the style 
procession. It leads all other colors, 
with kid, suede and reptile sharing close 
honors in the popularity. 

Black mat continues its prestige, par- 
ticular in better grade footwear. Com- 
bined with black lizard it has been 
popular in stores featuring patterns of 
this type. Indications are from the 
present volume that October will show 
an increase over the same period of a 
year ago. 


“World’s Series”’ Increases 
Marott Shop Sales 


INDIANAPOLIS, IND. (UTPS) — The 
Marott Shoe Shop installed a radio 
in their men’s department, which an- 
nounced the play by play account of 
the World’s Series, each day. Every- 
body was invited, and the novel idea 
increased the sales of men’s footwear, 
according to L. E. Cobler, manager of 
the department. In addition to increas- 
ing the daily sales of the department, 
it brought men into the store that 
have never been there before. 


To Make Compo Shoes on 
Coast 


SanTA Monica, CAL.—Officers of the 
Harding-McMinn Shoe Corporation, of 
Santa Monica, Cal, have signed an 
agreement with the Compo Shoe Ma- 
chinery Corporation for the installa- 
tion of machinery in their factory. 

This equipment is now in transit and 
within a few weeks the Pacific Coast 
will have its first plant turning out 
women’s high-grade Compo shoes. 


Toby Pechner Visits Chicago 


CHIcAGO—Toby Pechner, of San 
Francisco, was a recent visitor in the 
Chicago office of Boor AND SHOE RE- 
CORDER on a buying trip east. He oper- 
ates the Pechner Shoe Store in the 
Examiner Building in Frisco, featuring 
medium grade of men’s shoes under the 
name of Biltmore shoes, his better 
grade being French, Shriner & Urner. 


New Shoe Department at 
Bamberger’s 


NEwaRK, N. J.—L. Bamberger & Co. 
have announced plans for the opening 
of their store of a new $4 shoe depart- 
ment to be established on the main floor 
in Newark and near the basement en- 
trance. The exact date of the opening 
will be given out later. 
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Leather in Limelight 
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LEATHER 
BEADS 
this Fall 


Tie leather vogue began literally with its feet on the 
ground — for leather shoes are an old story. So are 
leather bags and gloves. But leather beads are new— 
very new. And the traditional accessories—not to he 
outdone by the newcomer—are old in name. on 
Witness those illustrated; the gloves are longer, 


lag is 0 two-tone envelope, the shees are opera. pumps. 








‘Lhe leather bag is a copy of an original by Vionnet—two-tone 
calf leather. (Street Floor). « « + + . . $135.89 


The leather beads resemble diminutive baseballs and like the 
nape leather. (Street Floor). . « +- $10.89 


The leather gloves are of soft capeshin and long enough to 
uiakle jun o bia ot the wriets. (Street Floce) . » $5.19 


The leather shoes are of supple hid—derigned along simple, 
graceful, opeca pump lines. (Second Floor). . + $9.54 


The stockings aren’s leather, but sheer silh—our famous Mar- 
chisnentiwith or without clocks. (Street Floor) . $1.84 








MACY'S 


34h STREET AND BROADWAY 











A striking advertisement by Macy’s 
reflecting the importance of leather 
in the season’s ensemble 


New Shoe Salon Opens in 
Kansas City 


KANSAS City, Mo.—A beautiful new 
shoe salon has just been opened in the 
new Kline store. This is known as the 
DeLux Boulevard Shoe Salon. Furni- 
ture and fixtures are of the very newest 
ideas, as would be expected in a depart- 
ment carrying only women’s high grade 
shoes. C. E. Sinex is in charge. He has 
R. E. Blue as his assistant. Mr. Sinex 
has had years of experience here. 
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WHERE TO BUY 
Men’s @& Women’s 
Slippers 


Cl le hi ie ie ei el 





Word in 
Quality 
Slippers 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








LBATHER HAND-TURNED 
SLIPPERS : 
Nationally Advertised 


Year-Round In Stock 
SERVICE 


Send for 
Catalog 


Prices 
$2.10 up 


Boston OMco—Reem 562, Statler Bide. 














Greatest Value 


$1.65 


E wide, 3 to 9. 
Send for sam- 
+“ ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicage 











WHERE TO BUY 


Shoe Ornaments 


~~ 


sl 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 
and 
RETAILER 
THE 
REYNOLDS COMPANY 


Providence, Rhede Island 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS—IN STOCK 


of the unusual hind 
8102 Bik. Kid Hand Turn 
Soft Toe 


Child’s 6 to y ye 

Misses 11% to 2— 1.40 

Women’s 2% to 8— 1.45 
Also Hard Toes 


sCHW. Ants é BESOSR. Nl 
olf tele la and Silopers 
No. 1ith ie Puiladelph a, Pa. 








Sumith 
CALLETS 
Rights and Lefts 
Twe Grades 
Wos. Miss. Ohi. 
61.60 $1.45 $1.40 
1.865 1.80 1.26 
im Stock 
328 West Monroe 














Expertly Designed 
Misses & 
Women’s Children’s 
$1.80 $1.40 


(00—Regular 
606—Buck Sole 
. aa i | SHOE CO. 


Manufacturers. 
5 Girard St., Chicago 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 


BLOG SHOE oo. INC, 
147 Duane Street 





New York City 








AIKEN D ALL ster 


BLACK KID 
ADJUSTABLE STRAP 


IN STOCK 
Women’s $1.75 
Misses’ $1.70 
Children’s $1.65 





Orders filled 
Day Received 








SEND FOR CIRCULAR DEPT. C. 
KENDALL SHOE COM 
+ PANY * 





HAVERHILL, MASS. 








BLACK KID BALLET SLIPPERS 
MADE ON — AND LEFT LASTS 

$¢¢—(Top Grade) 1. Mire “ors 

Coast Prices Slightly Hishes -'2* 

Brooks Shoe Mfg.Co. 
Philadelphia— 

asa So. Hill st. stock 





Foshay Shoe Corp. Succeeds 
ee 


MINNEAPOLIS. 
—The Foshay 
Shoe Corporation, 
with headquart- 
ers at 27 N. 4th 
St., Minneapolis, 
has _ succeeded 
The McLoughlin 
Shoe Corporation, 
formed last Au- 
gust to take 
over the business 
of The McLough- 
lin Shoe Co. 

The control and 
ownership of the 
business is now vested in the W. B. 
Foshay Co. of Minneapolis, Minn., 
owners of the internationally known 
Foshay Tower and owners, operators 
and managers of public utilities and in- 
dustrial enterprises throughout the 
United States and in Canada, Alaska 
and Central America, and its manage- 
ment will be under the supervision of 
the industrial division of the W. B. 
Foshay Co. 

The ‘mae of The Foshay Shoe Cor- 

poration are: C. 
C. Darnall, pres- 
ident; W. H. Con- 
klin, vice - pres- 
ident; R.H. Hick- 
man, vice-pres- 
ident and general 
manager; H. E. 
McGinty, secre- 
tary and treas- 
urer; P. V. Ma- 
bry, assistant 
secretary; Frank 
a A. Campbell, as- 
sistant treasurer 

John B. Milligan and George A. 
Smith, assistant treasurer. 

Those affiliated with the new corpor- 
ation who are best known to the shoe 
industry are Messrs. Hickman, Milli- 
gan and Nelson. Roland H. Hickman, 
vice-president and general manager 
assumes the responsibilities of oper- 
ating head of the company following 
fourteen years’ connection with The 
Red Wing Shoe Co., Red Wing, Minn., 
where he resigned his position as sales 
and advertising manager to become the 
operating head of the Foshay organiz- 
ation. 

John B. Milligan in charge of the 
company’s production at their Chip- 
pewa Falls plant, is one of the best 
known makers of men’s shoes having 
devoted most of his attention to the 
production of high grade merchandise. 
Mr. Milligan spent many years with 
The J. P. Smith Shoe Co., Chicago, 
was for a time connected with The 
O’Donnell Shoe Co., Saint Paul, and 
recently resigned the superintendency 
of the Banister factory at Newark, 


Roland H. Hickman 


A. G. Nelson, now actine purchasing 
agent at Chippewa Falls also comes 
from Red Wing, where he was con- 
nected with the same organization 
which claimed manager Hickman for 
many years. 

C. C. Darnall, president of the new 
company is a vice-president of The W. 
B. Foshay Co., well known Minneapolis 
factors in the financial world inter- 
nationally known as operators and 
managers of public utilities and indus- 
trial enterprises. The other officers are 
all identified with the Foshay company 
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Modernistic Atmosphere in 
New French Boot Shop 


TULSA, OKLA. (UTPS).—The French 
Boot shop opened Oct. 7, at 21 W. 
5th St., under the management of FE. 
M. Boyd. The architecture of the shop 
is that of a French boudoir, all stock 
being concealed, and the decorations 
done in pastel shades. The furniture 
also follows the same motif. Love 
seats,—one on each side of the room, 
are set between full length mirrors, 
There is a chair on each side of these 
seats, and at the back of the room a 
gondola type day bed especially de- 
signed and built by the Genet Furniture 
Co. The carpet is of faun color and 
the lights, which are designed to fit 
into the modernistic atmosphere of the 
room, reflect the same type of colors. 
The main lights are set in a chandelier, 
with smaller ones against the wall at 
the sides. The woodwork is walnut 
and the entrance is worked out in 
etched glass, moderne designs. 

The French Boot Shop, like the 
French Boot Shop of Austin, Texas, 
is under the proprietorship of E. M. 
Boyd and Matt S. Spires. Roy Young- 
blood, formerly of Amarillo and Austin, 
is to be assistant manager of the new 
establishment. 

Shoes handled in the new shop are 
LaValle bench-made, Pincuss and 
Tobias, John Cramer and son, Premier 
Shoe Co., Feder Gregg Fashion welts. 
They will also sell Propper stockings. 
Stockings are in glass drawers set 
flush with the wall. 


Hunnicutt Manager of Mont- 
gomery Store 


MONTGOMERY, ALA.—The Cloverdale 
Shoe & Notion Co. held its formal open- 
ing at 3 Cloverdale Road recently. An 
orchestra was on hand to provide 
music for the opening. E. E. Hunni- 
cutt is manager of the store. 


Jack Caro Dies 


JERSEY CITY, N. J.—Jack Caro, 42 
years of age, died September 29 here. 
He was manager of the Jersey City 
store of B. Grossman & Co., Inc., for 
the past 25 years. He was a thorough 
and capable shoe man and respected by 
all those who associated with him. 





with the exception of assistant treas- 
urer Frank A. Campbell, who is a form- 
er vice-president of The Diamond Iron 
Works of Minneapolis. 

The corporation will continue to man- 
ufacture a short line of dress shoes for 
men and young men to retail at $5, $6, 
and $7 to be known as “The Tower 
Shoe.” The manufacturing schedule 
provides for maintaining an extensive 
floor stock in the company’s Min- 
neapolis headquarters, where all ship- 
ments will be handled. 

Modern Merchandising—The Foshay 
Way, a merchandising plan of the com- 
pany, provides 5 per cent plus 5 per 
cent extra profit through the excep- 
tional terms of 5 per cent and 5 per 
cent discount 20 days. 
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New Epstein Store 


CLEVELAND, OHIO (UTPS) — The 
Epstein Bros. Shoe Co., will open a new 
retail store on Euclid Avenue at Public 
Square about October 15th. Basement 
space has been leased here and a 
modern store is being created with 
white tile walls and steel constructed 
shelving. Three display cases will be 
located down the stairway entrance 
while one display window will front on 
the Square. There will be two entrances 
into the store at the base of the stair- 
way. This store marks the 17th retail 
mart to be operated by Epstein Bros. 
in Ohio, Michigan and Pennsylvania, 
and the second in the city of Cleveland. 
The new store is within 500 feet of the 
new Terminal Building where all pas- 
sengers from steam, interurban and 
other lines will be discharged after 
Jan. 1, 1930. This area will there- 
fore be a new business center for 
Cleveland. 


Partner Withdraws 


KENOSHA, WISs.— Lewis Dubin re- 
cently withdrew from the partnership 
formerly consisting of Benjamin E. 
Cohn, Edward I. Cohn, and Lewis Du- 
bin and operating under the firm name 
of Cohn’s Shoe Stores engaged in the 
retail shoe business at Kenosha, Wis., 
and Waukegan, Ill. The business will 
be carried on in the future by Benja- 
min E. Cohn and Edward I. Cohn. 


Copyright Granted 


WASHINGTON, D. C.—Copyright has 
been granted the Boyd Welsh Shoe 
Company on the word Peacock and the 
full rights and illustrations of the pea- 
cock bird to be used in connection with 
shoes made of leathers and fabrics. 





Ohio Association 
Inaugurates Store 


Analysis Service 


CoLuMBuUS, OHIO (UTPS) — The 
Ohio Valley Retail Shoe Dealers’ As- 
sociation, of which C. E. Dittmer is ex- 
ecutive secretary, has inaugurated a 
store management service as a separ- 
ate division of the activities of the as- 
sociation. The division is headed by 
Frank Stockdale, business analyst and 
well known consultant. Mr. Stockdale 
has made a survey of several Ohio re- 
tail shoe stores and will give the results 
of the survey in a series of eight 
studies. 

The whole series together with a 
preliminary bulletin entitled “Who 
owns this store” is styled “The New 
Door to Profit Making.” 

The series titles are: “Why Retail 
Expenses Go Up;” “The New Way to 
Cut Costs and Speed Sales;” “Retail 
Waste, Where to Find it and How to 
Stop It;” “How to Use a Profit-Map 
or Graph;” “Price and Profit;” “Keep- 
ing Up With the Landlord;” “Easier 
Selling and More Profit;” “Whose Job 
Is It?” 

The first bulletin, entitled “Who 
Owns This Store,” visualizes a shoe 
store in Ohio, the ownership being kept 
secret for obvious reasons, with annual 
sales of $27,203.32. The inventory at 
the beginning of the year was $18,678.40 
and at the end of the year it was $13,- 
616.86. Purchases during the year 
totaled $15,063.22. Expenses in oper- 
ating the store were $7,318.30 leaving 
a net operating: loss of $239.84. 

This store was formerly a money 
maker and five years ago the retailer 
owned the business. Today it is a 
three-cornered partnership, the retailer, 
banker and the wholesaler. 
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WHERE TO BUY 


Women’s Novelties 





BONDWAY 


PROCESS 
produces footwear of remark- 
able lightness, smartness and 
flexibility. 








BOND SHOE COMPANY, (32 Duane St., New York 
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WHERE TO BUY 
Children’s Shoes 





Shee 
1166 Ne. Mele Gt. 
Breektes, Mass. 








IDEAL BABY SHOE CO. 
MRS. A. L. DAY 














Style and Spaciousness in Texas 








The new shoe department of Levy’s, Houston, Texas, opened in 

September when this firm moved to its new million dollar home at 

Walker and Main Streets after forty-two years of retailing in 
Houston (UTPS) 
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WHERE TO BUY 


Shoe Forms 


le le ial 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 








THE SHOE FORM CO., Auburn, N. Y. 





WHERE TO BUY 


Wooden Sole Shoes 








WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


A. _H. RIEMER 
SHOE OO. 
Manufacturers 


since 1887 
Milwaukee, Wis., 
u BA 














WHERE TO BUY 
Spats 





Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats——te retail 
from $1.50 to 
$5.00. 


Send fer price 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 








DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All Selling Colors 
Hose to $36.00 per dozen 
Bemples on Request 


STAR FOOTWEAR MFG. 
Is Sts. 








ré and) Nerr 
Philadeiphia 





SPARTON 


SPOTPRU SpATS? 


a 


profits. BEFORE 
Rub the spot or stain with a aa —— 
and presto!—a fresh spat. 
Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO @ 


Thies new 
idea in spats 
this fall will 





ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 
$11.50 
$14.50 
$18.50 


COLORS: 
Vear! and Medium 
Grey, Light and 
Medium Fawn. 


Beles buying Spats, let us ship on approval 
or 2 for your inspection. We stock-up 
size-ups, no matter how small, 


ie you and 
en ordering samples 


are shipped at once. 
specify price wanted. 


GOLD SEAL 


536 Broadway New York 





Church’s 
Imported Spats 


Large stock carried all year 
around to jnsure prompt service. 
Write for samples. 

LYONS & CO. 
122 Duane St., New York City, N. Y. 














Seattle Store Draws Inspira- 
tion from Orient 


SEATTLE, WASH.—Carl Douglass, of 
Baxter’s, Seattle, reports outstanding 
success with the new “Jade Room,” 
which has been open but a short time. 
“Seattle women are responding re- 
markably to our attempt to give them 
the smartest shop on the Pacific Coast,” 
said Mr. Douglass. 

The Jade Room combines smartness 
with service, style and quality. In- 
stead of offering the highest priced 
merchandise in the establishment in 
the exclusive upstairs room, whose at- 
mosphere is so delightfully Oriental, 
Mr. Douglass, has reserved this space 
for but two prices, $7.50 and $8.50. 
Here, therefore, Seattle women find 
restful quarters, with the suggestive 
Jade green shade carried out in stock 
boxes and shelving, and in the coloring 
of wicker chairs and divans. A gray 
and black carpet, richly padded, dead- 
ens the footfalls and lighting fixtures, 
which are the overhead variety, furn- 
ish an excellent light for inspecting the 
shoes. 

Directly in front of the elevator 
which is just inside the main entrance 
of the main Baxter store, is a Neon 
sign in fiery green lettering “JADE 
ROOM.” The elevator is operated by 
a Chinese girl in native costume. As 
one steps off the elevator, a scene 
from China, confronts her delighted 
eye. There is a many tiered Chinese 
pagoda of dull green glass, illumi- 
nated from within. It is set against a 
black background and green drapes 
are caught up at either side. One or 
two smart shoe numbers are displayed 
here. In a niche to the right is a 
hosiery department, carrying complete 
range of hosiery at $1.50. To the left 
is the Jade Room itself, with its many 
mirrored pillars, its artistic groupings 
of individual pairs of shoes and its 
low restful chairs. 

The shoe repair shop is on the same 
floor, concealed behind a panel. 


Alpheus F. S. Lyons Dies 


NEENAH, WIs.—Alpheus’_ Fletcher 
Stone Lyons, who up to the time of his 
retirement in January, 1926, was vice- 
president and manager of the Neenah 
Shoe Co., died at his home here last 
Friday, following an illness of eight 
weeks. He was born in Gill, Mass., 
Jan. 7, 1853, and entered the shoe man- 
ufacturing business at Greenfield, Mass., 
in 1883, as a member of the firm of 
Cutler, Lyons & Field. In 1903 he 
severed his connection with that firm 
and came to Neenah. 

Mr. Lyons leaves a daughter, Mrs. 
H. K. Babcock, of Neenah, and a son, 
Harold S. Lyons, of Winter Park, Fla. 
Funeral services were held on Wedne 25. 
day at Greenfield, Mass., and were in 
charge of the Connecticut Valley Com- 
mandery, of which Mr. Lyons was a 
member. 


Show Him Three Shoes 
(Continued from page 37) 


stool, while another companion shoe is 
slipped on the left foot. By this time 
Mr. Man is thinking there may be some- 
thing in this two or three pair at a tiine 
argument after all.” 

The men’s slipper business at this 
store is good, too. Perhaps this may 
have something to do with the 40; 
increase. When men come in to get a 
shoe stretched, new laces put in their 
old shoes or any of the minor “wait 
jobss,” a brand new pair of slippers is 
put on their feet during the waiting 
interval. It does not take more than 
seven guesses to imagine what happens 
in most of the cases. 

One thing Mac insists upon—that 
there must never be more than three 
shoes shown to a customer at a time. 
There is a proper position for the shoes, 
too. One on the right foot, another on 
the left foot and the third in the sales- 
man’s hand is the reserve. 











Chinese Motif—The Jade Room 











The Jade Room in the store of Baxter Shoe Company—an up-to-date 
innovation in Seattle, Wash. 
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Business Active in Factories 
of Cincinnati 


CINCINNATI—Activity in the shoe 
manufacturing district is brisk, with 
production fair at all fractories. Busi- 
ness was exceptionally good during the 
month of September. In fact, a new 
record was established at some of the 
major factories in point of shoes pro- 
duced and shipments made. 

The full force of orders coming in 
at present is falling on black, blue and 
brown, with a light sprinkling of green 
and red being made up. Green has been 
one of the best numbers thus far, but 
the demand is dying down to a certain 
extent with the approach of cold 
weather. Merchants generally laid in 
a good stock of blues in August and 
as sales on blue have been rather light, 
the majority can go well into the sea- 
son without doing any further buying 
on this particular color. 

A great deal of black is being cut | 
at leading factories and it is predicted | 
that brown will be very strong a little 
later on. One factory is devoting half 
time to making up evening slippers and 
it is very noticeable that these are be- 
ing bought in a large variety of colors 
and leathers. Very delicate shades are 
being used for the most part in making 
up this particular type of shoe. 

The demand for reptile leathers is 
about the same as it has been for the 
past 60 days and the suede demand 
is increasing. The past 10 days has 
seen a nice increase in the mat kid 
orders received at Cincinnati factories 
and black patent is showing an im- 
provement. 


L. A. Horan with Physical 
Culture 


New York, N. Y.—L. A. Horan has 
been appointed general manager in 
charge of the retail stores of the Physi- 
cal Culture Sales Co., taking the place 
of S. M. Engelman. 

The Physical Culture Sales Co. is 
a branch of the recent Ground Gripper 
Consolidation, and Mr. Horan will have 
jurisdiction over the stores in New 
York, Newark, Philadelphia, Buffalo 
and Hartford, and will have his head- 
quarters at the factory in Brooklyn. 

Mr. Horan is well known in eastern 
shoe circles, having been with the 
Coward Shoe Co. in New York, and 
lately in charge of their large retail 
store in Boston. Broad plans are being 
worked out by the new organization 
for the expansion and growth of re- 
tail outlets and sales policies. 

The opening of two new stores is 
announced, one in Yonkers and the 
other in this city. 


Craig, Reed Shoe Co. 
Starts Cutting 


BrRocKTON, Mass.—The Craig, Reed 
Shoe Co. is the name of a new con- 
cern which succeeds Craig, Reed & 
Emerson, Inc., which suspended oper- 
ations a few months ago on petition 
of two small creditors. New financial 
connections have been made and the new 
company has started cutting with a 
production of nearly 400 pairs a day. 
The company has retained the location 
and equipment the defunct organiza- 
tion was using at the time of its fin- 





ancial trouble. 
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Shops for the Occasion 

















Chas. A. Stevens & Bros. an- 
nounced in the above advertise- 
ment the opening of special sec- 
tions in their shoe y sa at 
devoted to formal footwear, bou- 
doir slippers and daytime shoes 








New Shoe Shop in Phoenix 


PHOENIX, ARIZ. (UTPS) — Formal 
opening of Tribby’s Smart Footwear 
Shop took place in this city recently at 
the store’s new location at 222 N. Cen- 
tral Avenue. 

Thoroughly modernistic in every de- 
tail, the store’s new establishment pre- 
sents a striking yet refined appearance 
in keeping with the fine footwear on 
display. The walls are lined with gray 
paneling with subdued touches of red 
and green decorations and floor cover- 
ing in harmony. All of the lighting 
fixtures are modernistic in line and 
silver in color giving a rich and har- 
monious effect. 

Expansion of business necessitated 
the removal of Tribby’s to larger and 
more modern store quarters, according 
to C. N. Parsons, who will manage the 
new shop. Only women’s footwear will 
be carried in stock as formerly, fea- 
turing well-known lines in the very 
best grade of leather and other shoe 
materials. 


Location Changed 


CLEVELAND, OHIO (UTPS)—P. Surad 
will move his shoe store from it’s pres- 
ent location, 11632 Detroit Avenue, 
Cleveland, Ohio, to 11704 Detroit 
Avenue, Lakewood, Ohio, about October 
19th. The Surad Shoe Store handles 
Bostonian shoes for men, Queen Quality 
shoes for women and Simplex Flexes 
for children. While the new store will 
be located only half a block from the 
old one, the change is from one city to 
another—as the boundry divides the 
two sites. The new store is built along 
modern lines. 
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WHERE TO BUY 
Spats 
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| es | 
oh renrecron og 


CONSISTENTLY 
THE BEST 
Perfection S pats 
have been manu 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe. and 
Light Fawn (Prices and samples on re- 


quest.) 


Perfection Overgaiter Co., Ine. 
2 107 College Street, Burlington, Vt. s 
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WHERE TO BUY 


Dancing Taps 


6 Ee 6 





Supreme Taps in 
three sizes to fit all 
shoes. Speciallow 
price. Also danc- 
ing footwear and 
accessories. At 
once delivery. 
Send for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave., Eagle Rock 
Los Angeles, California 
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WHERE TO BUY 


Store Fixtures 


er rms 


NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


Cc. L. GOODWIN & CO 
Worcester, Mas 


In« 





Harry Sommers Promoted 


St. Louis—Harry Sommers, buyer 
for the basement shoe department of 
Scruggs, Vandervoort & Barney, was 


promoted to divisional merchandise 
manager with full charge of the base- 
ment store of the company. 

Sommers was assistant to Harold 
Underhill, buyer of footwear for the 
company, and was placed in charge of 
the basement department when this 
was opened. 





THIS MAY BE 
YOUR OPPORTURNITY 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 

















To Sell Excellent Line 
of Goodyear Welts 


for women and growing girls to 
retail at $4 and $5. Also corrective 
line of Easy-Walk Welt Shoes to 
retail at $5. Territories open- 
Coast, “South— Northwest, also 
some Eastern territory. Men with 
non-conflicting side line acceptable. 
Straight commission basis. Ad- 
dress 


PIKE-ESTY SHOE CO., 
ATHOL, MASS. 


3-Sole Flexible Stitchwelts 


Also Medium Grade Line Stitchdowns 
Sizes 5 to 8, 814 to 11, 111% to 2 
FOR BOYS AND GIRLS 
Properly Styled—Reasonably . Priced—Long Wearing 


Statistics show children's shoes retailing at $1.95 to $3.00 are the most popular 
and largest selling. Our lines are the leaders in this grade. Two factories with 
a total of 10,000 pairs per day. 


E NEED REAL SALESMEN 


to sell this tremendous production. The men we want must be able to finance 
themselves. No drawing accounts—no advances—straight commission paid 
first of month following shipment. In your first letter state fully; your age, 
fwo previous connections, territory covered, names of at least five of your 
largest customers, volume of.yearly sales and give two references. All replies 
in strictest confidence. 

Address B394, care of Boot and Shoe Recorder, 80 Federal Street, Boston, Mass. 














Goon MONEY EASILY EARNED! Sales. 
men make excellent profits with our tempt- 
ingly priced and smartly styled line of Growing 
Girls smooth McKays. Twelve Samples to 
Carry—all In Stock. State territory you travel. 
OREGON UTAH We pay 7% commissions and settle promptly 
TEXAS WYOMING Make reservations now! Liberty Shoe Co. 
NORTH DAKOTA WASHINGTON 409 Cox Bldg., Rochester, N. Y. 

SOUTH DAKOTA WISCONSIN ie 


SALESMEN WANTED 


Producers with established business who work their territory close, to 


results. 
mendat 
Shoe } 
mv 


COLORADO NEW 
ID NEVADA 


Exceptionally liberal commissions 
EADY SHOE MFG, C 


aid semi-monthly. 
+» Otsego, Michigan. 











SALESMEN WANTED! 


To sell an unusual line of women’s hot 
novelty shoes, carried in stock, all at 
one price, styled high and priced low, 
which can be retailed at $3.00 and up. 
WASHINGTON, OREGON, ARKANSAS, 
INDIANA, IOWA, WEST VIRGINIA, 
ROCKY MOUNTAIN STATES and other 
desirable territories open. ‘This is big 
proposition on straight liberal commission 
basis. Address— 


STYLO SHOE COMPANY 
14th and Washington Avenues, 
St. Louis, Missouri 








SALESMEN WANTED—Openings all terri- 
tories to sell as side line IMPORTED 
WOVEN SANDLES. Big earnings possible, 
strictly commission basis. Give present con- 
nections, experience, territories traveled. Ad- 
dress B-391, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





SIDE line salesman wanted to sell a popular 

priced line of children’s, misses’, growing 
girls’ and boys’ shoes in New York State and 
Connecticut State territories. Must have a fol- 
lowing. Address B-389, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





WANTED men’s shoe salesman to carry shoe 

tree as_side line on commission. The 
pome, Sve Tree Co. 74 Stanhope St., Brook- 
yn, N. Y. 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 

rk Y., on Monday of the week of publi 
that advertisements be published same week. Otherwise insertion 
will be put over to the following week’s issue. 


St., New Yo 


POSITIONS WANTED 
4c per word. Minimum Charge 75c. 


LINES WANTED 

4c per-word. Minimum Charge 75c. 
ALL OTHERS 

7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 





Five dollars per inch. Allow 45 
words to an inch 


cation in order 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 
to their address each word of their 
address must be counted in the adver- 
tisement and paid for accordingly. 

Payment in advance is required, ex- 
cept when regular advertisers, as 
amounts are too small to open accounts. 
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HOE SALESMEN, to carry a sideline 
spats and rhinesto shoe ornaments for 
diana, Ohio ana several other territories th 
are open. Give references in your first Ictte 
Address B-393, care Boot and Shoe Recor 

239 West 39th St., New York, N. Y 





A MANUFACTURER of medium and _ high 
grade stitchdown shoes offers a 5} lendid 
proposition to men with established trade who 
are looking for a good side line. Commission 
basis only. Give references in first etter. 
Address B-396, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 





TTENTION SALESMEN! _ Here’s 
opportunity to make good side money 
need a few more men with established trad 
to sell our novelty popular-priced Children’s 
shoes—First _ steps, titchdowns and vung 
Women’s McKays. Smart shoes all IN STOCK 
New samples Now Ready! Fertile ter:itory 
open. Big eotmmmiasiont-—last sellers. Quality 
Shoe Co., 216 Wilder St., Rochester, N. Y. 





TO LEASE 





HOE in popular price [| «dies’ 
Ready-to-Wear store, DUBUQUE 

WATERLOO, Iowa; 100% location; rent 

of sales. Address B-395, care Boot and Shoe 

Recorder, 189 West Madison St., Chicag, Ill. 


department 


BUSINESS OPPORTUNITY 


= 


INE OPENING in small State Capita! City, 

steady payroll, high class retail trade. Just 
the place for a capable man with rited 
capital to start in his own business. V rite 
F. Hyde, Pierre, So. Dak. 
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FOR SALE WANTED TO PURCHASE 








TO BE SURE YOU RECEIVE 


FOR SALE— HIGHEST PRICES 

for your retail odde and ends, entire 
RIGHT! a hE 
THIS SUPERB Export a rng a0 Co., Inc. 
Family Shoe Store na Bg ym Boa dy Bn 





Owner has too many other interests 
to do it justice. Forty miles from a — . 
in 40,000 pop., prosperous, diversified city, this 
handsome, strictly modern store turns over $70,000. HIGHEST ——" PRICES 
Established 18 vears—stock clean as a ness Se 
and location best in town. Price reasonable, terms arranged with reliable { for shee stocks, slow sellers, ete. Short term 
parties. A live wire gets it quick and right. Address B400, Boor anp SHOE leases taken a confidential. 
RECORDER, 239 West 39th Street, New York City. weak GLAUBEUREG 


. 000 * POOO o oe 54 Lispenard St., New York City 
Canal 8014 

















L's ES there a young man with shoe knowl- sone ead 
edge that thinks he can succeed in an ideal MERCHANTS’ NEEDS 
store where others don’t and wants to buy at 
a low price? Address B-397, care Boot and 


Yee 239 West 39th St., New York, Quick Cash Buyers 


Pr ; Retail Shoe Stores—Stocks or Odds and 
ae eetiniaiadeciaiabiionti Ends. Unexpired leases taken over. 
Phone or write. 


OR SALE—Attractive Family Shoe Store, POSTER @ DEUTSCH 
Selling Nationally Advertised Footwear. 436 Grand &t. New York Oity 
Business established nineteen years. Fifteen : Dry Dock 0352 
miles from Newark, N. J. Population of town 
fifteen thousand people. (Retiring.) Address 
B-402, care Boot and Shoe Recorder, 239 
West 39th St., New York, N. Y. 




















If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 





POSITION WANTED 


=A 


“ 








XPERIENCED Shoe Man. 15 years ex- 

perience. Knows Shoes for South. Wants 
position as Buyer or Manager with Jobber or 
Chain Store operators in South. Will assure 
results. High powered. Give best of recom- 
mendations. Address B-405, care Boot and 
a? Recorder, 239 West 39th St., New York, 


Bae | 








Va 





a 


ls 








MERCHANTS’ NEEDS 




















MANAGER—SHOE BUYER, of Ladies’ me- 
—- aoe a Will be open for posi- 
tion November Ist. Tersed in modern mer- r 
chandising methods; systematizer. Can train Rolling Step Ladders 
salesmen in correct fitting and increasing sales. ~—--§-—.. | Enable you to reach your 
Plenty of experience, Al reference. ddress - “ ~~] highest shelves convenient- 
| ly 


B-404, care Boot and Shoe Recorder, 239 s Cabi _= a ° 
West 39th St., New York, N. Y. Shoe and Hosiery Cabinets | They last a lifetime 
are a 


Oct. 19th—Made of wood, to be retailed r nd 
eS by the retail shoe dealer. . _ ae Are made in any style, 
In plain and modernistic decorations—- = oy on “~ to fit any 
ANAGER and Assistant Buyer, am employed in 8 lacquer finishes. . - nd of shelving. 
by a chain organization as trouble oa for A good side line for the retail shoe nae ; Write for general catalog 
run down stores. Have had eleven years ex- dealer. oll : and let us suggest the best 
perience as buyer and manager. I am thirty Ask for Portfolio No. 11-X - }.| ladder for your use. 
_ a oe married. Willing to go any- : ‘ Milb dt 
where dress B-403, care Boot and Shoe wane : ‘ 2 ubra 
Recorder, 239 West 39th St., New York, N. Y. THE Oscar ONKEN Co. El Menfactatiag C 
611 W. 4th St., Cincinnati, Ohio . anutacturing Co. 
Established 1895 


initia ‘ a 2416 No. 10th Street 
ANAGER—ASSISTANT BUYER. Youn 

_ man twenty-nine, married, possessing omer ; . ST. LOUIS, MO. 
tive ability, desires connection with reputable = 

house, six years managerial experience large shoe 

chain. Address B-401, care Boot and Shoe 

Recorder, 239 West 39th St., New York, N. Y. 


Milbradt 


|= 
e 


— 
































CSTABLISHEO e 


WANTED TO PURCHASE {| LABE LS 
and 


G90p payin shoe store in New York, i} 
New Jersey, or Connecticut. $5,000 cash | 
to invest. Address B-398, care Boot and Shoe SHOE CARTONS 
Recorder, 239 West 39th St., New York, N. Y. EXCLUSIVE BUT NOT EXPENSIVE 
WH Ex IVE BUT N 
NEW and USED CHAIRS SAMPLES UPON REQUEST 


Prices from $2.00 each up 


LINE WANTED Always on Hand 











OMEN’S novelties for Missouri, Kansas, Crown Motion Picture Supplies AMERICA'S GREATEST 
and Illinois. Selling only large volume SHOE CARTON & LABEL MFCS 
buyers. Commission basis. Address B-399, 729 Seventh Avenue : : 
care Boot and Shoe Recorder, 239 West 39th 
St.. New York, N. Y. New York City - - - 


Boor AND SHOE RECORDER 
combining THe SHOE RETAILER, Oct. 19, 1929 113 








MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








THE CORRECT STANDARD 
SIZE STICK 


“VARNUM” 


(Trade Mark Reg. U. 8. Pat. Off.) 


The original 


and foundation size 


stick on which all shoes were first 
measured and lasted. 


ser ce i 


yaa 


e) 


GE 90 aneanancsasrinne 


MOST ACCURATE 
AND POPULAR 
SIZE STICK TODAY 


Marked with stand- 
ard American, 
French and English 
measures. Three 
styles — 1 — 2 — 3. 
Made of best qual- 
ity maple wood, 
nickel plated trim- 
mings. 


RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. 


Chicago, Ill. 








SOUVENIRS 


ADVERTISING NOVELTIES 


fer store openings, anniversaries and special mer- 
chandising events for men, women children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 
123 West 33rd Street New York 








kilt 
STORELADDERS 


MODERNIZE STORE METHOE 

To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 





BPUMPS-WATER SYSTEMS-NAY TOOLS- 


quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 

Deep tread steps, full length 
hand grips, rubber tires, 
Sj overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 











Golden Rule Promotes 
Manager 


ScRANTON, Pa. (UTPS).—Benjamin 
Readerman, manager of the Golden 
Rule Shoe Store here for a year and 
a half, goes to Detroit, Mich., this week 
to take charge of the new store of the 
Wise-Golden Rule organization. 

The promotion comes after five years 
service with this chain. Mr. Reader- 
man became associated with Wise- 
Golden Rule stores in Philadelphia, 
coming here from that city. 

The Detroit store is one of the largest 
of this organization. There are three 
floors, selling ladies’ shoes exclusively, 
This store has one of the largest per- 
sonnels of shoe stores in this country 


“Daredevil” Ace Visits Shoe 
Store 


BIRMINGHAM, ALA. (UTPS). 
“Daredevil” Weaver, who thrilled 
thousands at the Alabama State Fair, 
the ace fair of the South, with his air- 
plane stunts, was at the Guarantee 
Shoe Company’s downtown store last 
week. Fifteen free airplane rides were 
given customers of the _ store by 
Weaver. 





any height—easily inst 
—meets most requirements. 
Circular on request. 


HLAND, OHIO. 


me REMVYERS & BRO.cat 
DOOR HANGERSE 




















“MANCHESTER” 


(Trade Mark 


CURVED 


Reg. U. 8. Pat. Of.) 


JAW NIPPER 





Just the Tool for That Tack 


Beano it HM 


Frank W. 


The only nippe 
made which is just 
the right shape to cut 
eut tacks on the inside 
of shoes. 


* “Manchester” 
trade Sm Be uv. 6b. 


hi = tool steel, 
nickel plated, with e 
curved jaw that en 
ables you to cut the 
tacks close to the in. 
sole. 

Be sure and specify 

Genuine 


“MANCHESTER” 


eurved jaw when or 
dering. 
Write us direct if 
your dealer cannet 
supply you. 

Price, $4.00 


Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. 


ier W. Lake Bt 


als SHOE CARTON LABEL 


SPECIALISTS | 
sag Ae) PRINTERS. DESIGNERS AND ENGRAVERS | 
| ill THE AMERICAN PRINTING 3° LABEL CO. | 
Ne 314-316 E.12th St, CINCINNATI.OHIO. 


} 


thyute Row fot Samples’ 





POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 

















— WINDOW | 
DISPLAY FIXTURES | 
Anade by 


SEGALLE SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
, SEND FOR CATALOG, 


MERCHANTS’ NEEDS 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Rol! 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Eetablished 190% New York 

















HOTELS 








HOTEL __ 
MONICLAID 


Sal Bath . 
Tub and Shower Lexington Ave. 
NEW YORK CITY 


$3 to *5 
per day 
For 2 persons 
40% || 800 Rooms 
per day 4 
onl Each with Tub 
and Shower 
Radio in Every Room 
EN 
3 minutes’ walk Sam Grand Central. Times 
Square, Fifth Avenue Shops important 


$8 to #12 
— per day 
commercial centers, * .ding shops and 
theatres nearby. 10 minmes to Penn. Station. 





Special Monthly 
and Yearly Rates 
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Bousiness 
BO AROMETER 


Business Changes 


CALIFORNIA — Stockton — Mike Conway 
(Estate); shoes, etc.; reported sold to Victor 
Newell & Willard Giottonini. 

IDAHO—Burley (also Rupert)—Roper Cloth- 
ing Co., Inc.. shoes, etc.; sold to Liberty Stores, 


Inc 
ILLINOIS—Chicago—Dolinsky 
W. 79th St.) ; 
Lieberman. 
Harvey—Frank Glowacki (Bell Store) ; 
etc.; removed to Indiana Harbor, Ind. 
Mahomet—Sam Jones (Estate); shoes, 
succeeded by James W. Hicks. 
eo? yy «<S c. Walker ; 
etc.; succeeded by L. Wal 
WASSACHUSETTS—athol Merit Shoe Co. of 
Lynn, Factory B; shoe mfrs.; inc. authorized 
capital $50,000. 
Boston—Banner Shoe Co., of Boston, 
shoe mfrs.; name changed to 
Workers, Inc.” 
Haverhill—Dancette Shoe Co.; 
inc.; authorized capital $25,000. 
Vogue Shoe Co., Inc.; shoe mfrs.; filed issue 
$6,000 common stock. 
Lawrence—Rebecca Kenner; boots and shoes; 
filed married women’s certificate. 
Rockland—Alden, Walker & Wilde, 
shoe mfrs.; recently incorporated. 
Salem—Harpel- Phillips Shoe Co.; boots and 
shoes; capital stock increased by $75,000. 
Springfield—West Shoe Co.; boots and shoes; 
inc. ; authorized capital $7,500. 
MINNESOTA—Duluth—Clark Sample Shoe Co. 
(Clark Shoe Co.) (16 N. 1st Ave. West); boots 
and shoes; cea dissolved ; succeeded by 
James R. 
NEW JERSEY—Harrison—Danicl Dickerman 
(Daniel’s Shoes); boots and shoes; sold or 
closed out business. 


Bros. (1323 
boots and shoes; sold to Theodore 


hoes, 
etc.; 


shoes, 


Inc. ; 
“Banner Shoe 


shoe mfrs. ; 


Inc. ; 


Newark—Vanity Shoe Stores (972 Broad St.) ; 
boots and shoes; recently incorporat 

Newton—H. W. Merriam Shoe Co.; shoe 
mfrs.; removing plant to 317 N. High St., 
Baltimore, > 

NEW YORK—Auburn—The Heel Hugger 
Corp.; boots, shoes, etc.; name changed to 
Enna Jetick Shoes, Inc. 

Brooklyn——Edward Gallagher (601 Wash Ave.) ; 
boots and shoes; reported selling or sold out. 

New York City—M. and H. Davis, Inc. (914 
Columbus Ave.), boots and shoes; reported filed 
voluntary dissolution. 

Henry Vogel (795 Ninth Ave.); shoes, 
removed to Richmond Hill, N. Y. 

NORTH CAROLINA—Asheville—L. H. Pol- 
lock; boots and shoes; absorbed with stores 
of the Cinderella Slipper Salon, Inc., in a new 
corporation known as Pollock’s Inc., ‘with head- 
quarters at Asheville, N. C. 

OHIO—Xenia—C. S. Frazer ; 
sold or closed out business. 

OKLAHOMA—Bristow—Clark Bros.; shoes, 
etc.; reported to have purchased Crews-Kelly 
Clothing Co., 315 S. Main St., Tulsa, Okla- 
homa. 

PENNSYLVANIA — Fairchance — Charles 
Slone; boots, shoes, etc.; removed to Grinstone, 


etc. ; 


boots and shoes; 


Pa. 

Philadelphia—American Kid Co. ; tanners ; inc. 
authorized capital $40,000. 

Pittsburgh—Jacob Rutkin (1816 Center Ave.) ; 
boots, shoes, etc.; sold or closed out business. 

VERMONT—Burlington—George W. McCarthy 
(Bank St.); boots and shoes; recently com- 
menced business. 

WISCONSIN—Kenosha—W alter 
Co.; boots, shoes, etc.; sold or 
business. 


Madsen & 
closed out 


Failures, Embarrassments, Etc. 


ALABAMA—Wylam—H. Turner (P. O. Ens- 
ley); boots, shoes, etc.; reported petition in 
bankruptcy. 

ARKANSAS—Helena—I. Rothschild Shoe Co., 
Inc.; boots and shoes; reported petition in 
bankruptcy. 

CALIFORNIA—Los  Angeles—B. 
(322 S. Main St.); boots, shoes, etc. ; 
offering to compromise at 50 per cent. 

Z. P. Morse (Morse Bootery) (8009 Seville 
Ave.); boots and shoes; reported assigned. 
CONNECTICUT — New London — Louis Di- 
Billa; shoes and rep.; reported petition in 
bankruptcy. 

ILLINOIS—Quincy—Morris Bros. Shoe Co., 
Inc.; shoe mfrs.; reported offering to com- 
promise at 50 per cent. 

I0WA—Waterloo—W. H. Bass Shoe Co. 
(Walter H. Bass, Prop); boots and shoes; re- 
ported assigned. 

LOUISIANA — New 
Bros.; shoes, etc. ; 
ruptcy 

MASSACHUSETTS—Salem 
Leo’s Shoe Store; 
assigned. 

MICHIGAN—Mount Clemens—M. S. Fried- 
man; boots and shoes; will foreclose on chattel 
mortgage—sale for October 10. 

MISSOURI—Chillicothe—W. L. Biggs Shoe 

.; boots, shoes, etc.; reported petition in 
bankruptcy; reported receiver appointed. 

MONTANA—Hardin—Big Horn Trading Co. ; 

ts, shoes, etc.; reported offering to com- 
Promise at 60 per cent. 

NEW JERSEY — Bayonne — Louis 
& Sons (Rainbow Shoe Shoppe); 
offering to compromise at 35 per c cent. 

NEW YORK—Brooklyn—Walter 


Hellman 
reported 


Orleans — Handelman 
reported petition in bank- 


(also Lynn)— 
boots and shoes; reported 


Prussack 
repo! 


Hanover 


(Walter Shoe Co.) (598 Fifth Ave.) ; boots and 
shoes; reported offering to compromise at 50 
per cent—payable 12% per cent in cash; 5% 
in 30-day notes; 10 months notes of 3 per cent; 
and one 12 months note of 2 per cent—notes 
endorsed. 

New York City—Max Goldberg (135 E. 
Houston St.) ; boots and shoes; reported offering 
to compromise at 35 per cent—payable 10 per 
cent cash and balance at $75 a week secured by 
endorsement. 

NORTH CAROLINA — Louisburg — David 
Harris Co. (David Harris, Prop.) ; boots, shoes, 
ete.; reported petition in bankruptcy. 

Whiteville—M. Stark; shoes, etc.; 
petition in bankruptcy. 

OHIO—Cleveland—Lederer & Latz, Inc., 
(c/o Siegel’s Store) (1101 Euclid Avenue) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

OKLAHOMA—Ada—C. R. Drummond (Tay- 
lor and Drummond); shoes, etc.; reported 
assigned. 

PENNSYLVANIA—Allentown—Arnell Shoe 
Stores, Inc.; boots and shoes; reported petition 
in bankruptcy. 

Lewistown—J. L. Elfonte (Boston 
boots and shoes; reported petition 
ruptcy. 

Washington—Booth & Levine; boots, 
etc.; reported petition in bankruptcy. 

TEXAS—Dallas—Dred G. Whiddon (Whid- 
don’s Shoe Store); boots and shoes; reported 
offering to compromise at 50 per cent—payable 
10 per cent Nov. 10; 10 per cent Dec. 10; 
10 per cent Jan. 10, 1930; 10 per cent July 10; 
and 10 per cent Oct. 10. 

WYOMING—Sheridan—Hewitt’s Bootery (A. 
J. Hewitt, Prop.); boots and shoes; reported 
petition in bankruptcy. 


reported 


Store) ; 
in bank- 


shoes, 





New Shoe Dealers 


on York, N. Y.—Cetic Shoe Shop, 206 E. 


Albuquerque, N. M.—Montgomery Ward & 
€o., 313-15 W. Central. (soon). 

Rock Island, Ill—Montgomery Ward & Co., 
600-1602 Central Ave. 

“Sonia, Mich—Montgomery Ward & Co., W. 
Main St. (soon). 
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Main St. 


Lead, S. D.—Montgomery Ward & Co., 105-7 
(soon). 


Maysfield, Ky.—Montgomery Ward & Co. 


(soon). 
Roseville, Cal.—J. C. Penney Co. (soon). 
Detroit, Mich.—Saml. Zuieback & Sons, Inc. 
Scottsville, Ky.—Allen County Department 


Store. 
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aYavYaY 


Latest Reports of New Stores, "a 
a 
4 


Oak Park, Ul.—Walk-Over Shoe & Hosiery 
Co., 1136 Lake St. 
Syracuse, N. Y. 
ette Sts. 
Lincoln, 
13th St. 
Cincinnati, 
Race St. 
Columbus, 
Broad St. 


Emporia, 


Witherhill’s, Salina & Fay- 


Neb.—Dan M. Hanley, 130-32 N. 


o.—G. R. Kinney Co., 612-14 


O.—David B. Davies Co., 142 E. 


721% 
mercial. 


Jamestown, N. Y.—Robert P. Hazzard Shoe 
Store, 304 Main St. 

Youngstown, O.—Smith’s, 14 N. Phelps St. 

Akron, 0.—A. Polsky Co., Main & State Sts. 
(soon). 

Monticello, Ky.—T. M. Taylor. 

Mapleton, Minn.—Wm. Albrecht. 

Sand Springs, Okla.—Jones & Worth, 
Bldg. 

‘Trumann, Ark.—M. Wineberg. 

Williamsburg, Ia.—John Balensky. 

Kansas City, Mo.—Foster Outlet Shoe Store, 
3959 Main St. 

Anderson, Ind.—Big Shoe Store, 
dian St. 

Portsmouth, Va.—The Navy Store, 834 High 


St. 
Baltimore, 1430 Penn- 


sylvania Ave 
iil:—Carl 


Moline, 
16th St. 
Ida.—John Roghaar. 
Wash.—Dorothy Dodd Shoe Stores, 


Kan.—Axe _ Bootery, Com 


Gantz 


1125 Meri- 


Md.—Lionel Johnson, 


A. Starleaf & Sons, 2316 
Soda Springs, 
Seattle, 

Inc. 
Durham, 

Shop, Inc. 
Raleigh, N. C.—Wallace’s Cinderella Slipper 

Shop, Inc. - 
Winston-Salem, Cinderella 

Slipper Shop, Inc. 

Salisbury, N. oon Inc. 
Shreveport, & D. Shoe Corp., 

Milan St. 

Minneapolis, Minn.—Forshay Tower Men's 

Footwear Shop Corp 
Eustis, Fla. Fa Florida Supply Co. 
Evanston, Ill.—Royal Dry Goods Co., 

Main St. 

Cincinnati, 0.—The Arn-More Shoe Co. 
Morgantown, W. Va.—Bokey & Cole, Inc. 
Philadelphia, Pa.—Mark Shoe Co. 
Harrisburg, Pa.—Henry’s, Inc. 

New York, N. Y.—Bernheimer-Caswell, 
Stoughton, Mass.—Ben Marsh Shoe Co. 
Boston, Mass.—Koch Sanitary Slipper 

109 Kingston St. 

Lynn, Mass.—Callahan-Dolan Co. 
Haverhill, Mass.—Braun & Bloomfield Shoe 


Co. 
Lake Alfred, Fla.—Colson’s Inc. 
Bradentown, Fla.—L. L. Harvey Co., Inc. 
Waterloo, Ia.—Fox Shoe Store, Inc. 
Canton, 0.—B. M. Noll. 
Mason, Tex.—Albert Joseph. 
Arvin, Cal.—Max Wolff. 
Evansville, Ind.—Rochester 
925 W. Franklin St. 
Blackfoot, Ida.—June McCracken. 
Gainesville, Ga.—Paul Holland, 29 S. Brad- 
ford St. 
Jamestown, N. Y.—J. C. Penney Co. 
Miller, S. D.—J. C. Penney Co. 
Shreveport, La.—Metropolitan Chain Store. 
Enid, Okla.—Metropolitan Chain Store, 118 
W. Randolph St. 
West Chester, Pa.—Montgomery Ward & Co. 
Holdenville, Okla.—J. C. Penney . (soon). 
Chicago, Ill.—Klein’s, 206 S. State St. 
Cwosso, Mich.—Kline Bros. Co. 
Clay City, Ky.—B. Hall, Carr Building. 
Gilman, Ill.—J. Saniford, N. Central St. 
Newton, N. J.—Llewellyn Slockbower, 
Washington St. 
Oakland, Ill. —H. E. Popham 
Sykesville, Pa.—Henry , 
Barnesville, O.—George 


Bldg. 

Canton, N. C.—Economy Store. (B. Epstein) 

New York, N. Y. — Lamond Manufacturing 
Co., Ine. 

New York, N. Y.—K. D. Trading Co., Inc. 

Detroit, Mich.—-Foot Joy Stores, Inc. 

St. Louis, Mo.—Swope Shoe Co., 6602 Del- 
mar Blvd. 

Poteau, Okla.—Pollock Stores, Inc. 

Washington, Pa.—Sears, Roebuck & Co., 
Chestnut St. 


N. C.—Adler’s Cinderella Slipper 


N. C. Taylor’s 


424 


718 


Inc. 


Co., 


Bargain House, 


1% 


‘Greenblatt. 


Conway, Warrick 


(soon). 
13 E. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SuHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 
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Capezio, New York City 

Chase, W. S., & Co., Haverhill, Mass..... 
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Mass. 19 

Colt Cromwell Co., New York City 


Commonwealth Shoe & Leather Co., 
man, Mass. 


Concord Shoe Co., New York City 
Converse Rubber Co., Malden, Mass 
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Crescent Shoe Co., New York City 
Crossett Shoe Co., Boston, Mass 
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Aext Week 


you will find 
in the 


Boot and Shoe 
Recorder 


N next week’s issue—‘Keep your 

store hungry for shoes.” Here’s one 
of the most practical suggestions that 
has ever appeared in the BooT AND 
SHOE RECORDER. It carries with it the 
philosophy of man and his diet and a 
store and its service to the taste of 
mankind. Again it is a feature by 
Murray C. French, than whom there is 
none better to express the practical 
points of shoe merchandising. 


AAA 


HOES and the costumes that were 
part of the picture of the Styles 
Conference find presentation in next 
week’s issue, to carry on the conviction 
that in a time of change of dress mode 
there is an increased interest in smart 


footwear. 
AAA 


HAT is the significance of the in- 

creased number of shoe stores 
starting up each week—see the older 
stores branching out into suburbs, see 
the department stores refurnishing 
their shoe departments. It can’t be 
the old landlord’s delight, “if you got 
a central site—give it to a shoe store, 
for they venture all.” There must be 
something in this national movement. 
Let us put our heads together in this 
issue and see if it hooks up with more 
money in the pay envelope for the 
masses and “let’s spend it” by the 
classes. It looks like an industry on 
the “up-an-up.” 


AAA 





1933 


19, 


LPrrwe 


eet alt Sena eed 


fare een eew™ SURES a8 
NN GPA ae WR See Aaws ete 


a 
see ew, 


RDER 
RBralILerR, Oct. 


i- 


king 


illions of VULCO-UNIT BOX TOES are 
— manufac- 


Boot AND SHOE RECO 
combining THE SHOB 


Ane 


sense 


KSe6 


PRS SRSE CSR 


¢ BOSTON 


ill can make them. 


ee 
hoe manufacturers each year 


ing s 


ith every advancement of modern shoema 


Largest Manufacturers of Box Toes in the world 
STATLER BLDG. 


high quality as human sk 
BECKWITH MANUFACTURING COMPANY 


ied to lead 
turers who know VULCO-UNIT BOX TOES to be of as un 


— millions upon m 


Right in step w 
suppl 


formly 


= 
> 
a 
ame 
2 
nt 
& 
- 
= 
8 
2 
5 @ 
= 
| & 
= 
—| 
-— 
GB 
8 
= 
fe 
= 
b— 
= 
=~ 
B 
& 





